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WE DO Not BELIEVE 
INA COLD CANVASS 
MAKE IT Warm! 


"Cold canvass" chills the courage of an Agent. 





For that reason we place in the hands of our field 
representatives canvassing material aglow with the 
warmth of human interest and friendliness that 
attracts attention and extracts information, swiftly 


and pleasantly. 


This is one of the big reasons the National Life 
and Accident Insurance Company is entering the 
home stretch and the American home with more 


business on its books than at any time in its history. 


(There is a distinct and separate department in 
the Home Office whose only function is to help 
Agents find the way to new homes, quickly and 
directly, via advanced canvass procedure, radio, 
newspaper publicity, seasonal ideas—comprehen- 


sive, complete and unduplicated.) 


NATIONAL 
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C. A. Craig, Chairman of the Board W. R. Wills, President 
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ARE MY ADVANCE SALESMEN > 


HE tearful little fellow in this advertisement is one of 

Union Central Life’s best salesmen. Every father who 
noticed him in the Saturday Evening Post and Time Maga- 
zine last month instinctively put his own child into that 
photograph. He realized that someday—perhaps—his little 
boy might face the same situation. 

R. P. MacDermott, one of Union Central Life’s agents in 
Worcester, Mass., paid for $312,714 of new business in the 
first six months of 1935. 62% of this was the Multiple Pro- 
tection offered in the advertising. 

Mr. MacDermott said: 


“The children used in our advertising are my advance 

salesmen. They get into my prospect’s home and tell 

him my story. That cuts down selling time . . . means 

more commissions for me.” 

It means the same for other Union Central agents, too. Of 
the total new life insurance business paid-for in the first six 
months of this year, 44% was Multiple Protection. 


The 


UNION CENTRAL 


Life Insurance Company 


CINCINNATI 
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trend Is Noted 
to Par Annuities 






ives Good Return to Purchaser 
and Protects Issuing 
Company 







AMP DISCUSSES METHOD 


quitable of New York Man Explains 
System for Calculating Dividends 
on New Forms 


NEW YORK, Oct. 17.—The appar- 
ent trend toward participating annuities 
hs a means of giving the buyer a good 
eturn on his money and yet protecting 
he company against unforeseen declines 
in investment return or increases in, 
ongevity among annuitants renders the 
paper On participating annuity dividends 
presented by Kingsland Camp of the 
quitable Life of New York, at the re- 
ent Actuarial Society meeting in Tor- 
onto, of timely interest. He dealt with 
he method of calculation of such divi- 
dends worked out by Robert Hender- 


on, vice-president and actuary Equit- 
able Life of New York. 


Method of Calculation 


The Equitable’s method of calculating 
dividends on participating annuities 
really involves two separate premium 
rates: (1) The ultra conservative rate 
at which the company pays a guaran- 
eed annuity income no matter what the 
juture experience may be, and (2) a rate, 
subject to change at the company’s 
udgment, reflecting what the actuaries 
onsider to be a moderately conservative 
picture of future experience. The an- 
huity which the office premium (1) buys 
at rate (2) exceeds the guaranteed in- 
ome by an amount which is called the 
lividend. 

In effect, the company says to the an- 
luitant: “We'll guarantee to pay you 
Oo much a year. That return is based 
On interest and mortality conditions 
hore expensive than even the most cau- 
lous person looks for. Then, each year, 
ve will compute the share of the com- 
pany s assets which your annuity repre- 
ents and figure out how much of an 
Annuity return you ought to get if con- 
tions generally continue to be as we 
tasonably expect that they will be. The 
ifference between that rate and your 
kuaranteed rate will be your dividend. 


Use Conservative Basis 
























We're going to be conservative, even 
" figuring that rate, so it is likely that 
ne relative asset value of your annuity 
will mcrease gradually from this cause, 
csulting in a slowly increasing scale of 
lividends. Of course, if it should turn 
Put that costs are higher than this rea- 
onable estimate assumes, we would 
“i to lower the rate, resulting in 
wer dividends generally on participat- 
Ng annuities.” 
Se enitics issuing participating annui- 
* On an increasing dividend scale hold 
(CONTINUED ON PAGE 8) 


Linton in Talk to Chamber 


of Commerce on Social Acts 





FEARS HUGE RESERVE FUNDS 





President of Provident Mutual Life Is 
Guest at Luncheon at 
Annual Meeting 


A great crowd thronged the ballroom 
of the Hotel Sherman in Chicago last 
week to hear M. Albert Linton, presi- 
dent Provident Mutual Life, at a lunch- 
eon sponsored by the insurance division 
of the Illinois chamber of commerce in 
connection with the annual meeting of 
that body. His subject was “Social Se- 
curity, Unemployment Compensation 
and Old Age Pensions.” Although the 
Chicago Association of Life Underwrit- 
ers canceled its October meeting and 
took large numbers of tables, men from 
other industries appeared to be in a ma- 
jority. Mr. Linton has a wonderful fac- 
ulty of clearness and was listened to 
with keen attention. 

James S. Kemper, Lumbermen’s Mu- 
tual Casualty, presided and introduced 
prominent members of the Illinois 
chamber, including H. A. Behrens, 
president Continental Casualty and Con- 
tinental Assurance and chairman of the 
insurance committee of the chamber. 
Mr. Behrens spoke briefly, lauding the 
Illinois chamber of commerce for its 
constructive work in legislation, and 
especially in promoting efficiency in in- 
surance supervision in the state. 

Unemployment Plan Described 


Mr. Linton took up unemployment 
insurance first. He said the federal plan 
contemplates the establishment of ap- 
proved state plans. Payments into the 
state plan are credited up to 90 percent 
of the federal tax. Thus if the federal 
tax is 3 percent, as it will be in 1938, and 
the state tax is 2.7 percent, the cost to 
the employer will be 3 percent of the 
payroll. If the state goes ahead and 
charges the full 3 percent for its own 
fund, the total tax to the employer will 
be 3.3 percent, that is 3 percent to the 
state, plus the net 10 percent uncredited 
of the federal levy. This tax applies 
where there are eight employes or more, 
and large classes are omitted, such as 
agricultural labor, domestic servants, 
public employes, etc. 


Benefits Not Determined 


There is nothing in the federal law on 
benefits. The details are left to the 
states. Mr. Linton doubts whether 
theories will prove any guide and be- 
lieves the country can only learn by ex- 
perience. The law will apply to 22,- 
000,000 or 23,000,000 workers, less than 
half of those engaged in employment. 
It will not apply to those unemployed. 
They will have to get jobs and qualify 
to come under the benefits. Taking the 
only data available, which is very weak 
and insufficient, actuaries consider that 
a levy of 2.7 percent will only be ade- 
quate to pay half wages, with a $15 top 
after a four weeks waiting period, for 
a period of ten weeks. This of course 
is a mere trifle in a major depression. 
There are many who consider that the 
plan is vulnerable to constitutional ob- 
jections, but the hope of the backers is 
supposed to be that many states will 





(CONTINUED ON PAGE 6) 


Agency Officers and Bureau 
Meeting Program Completed 





THREE PRESIDENTS TO TALK 


Worthington, Home Life; McConney, 
Bankers of Iowa; Clark, Union Cen- 
tral, Among Speakers 


The program has been completed for 
the annual meeting of the Life Insurance 
Sales Research Bureau and_ the Asso- 
ciation of Life Agency Officers, Nov. 
11-13 in Chicago. There will be an out- 
standing group of speakers on significant 
topics, the program including three com- 
pany presidents: M. A. Linton, Provi- 
dent Mutual; George W. Smith, New 
England Mutual, and E. A. Olson, Mu- 
tual Trust. 

An outside feature will be the presen- 
tation by Professors Borden and Busse 
of New York University of a dialogue 
on “How to Make a Presentation Stay 
Presented.” 

The program is as follows: 

November 11 

Opening remarks by A. L. Dern, chair- 
man Research Bureau board of directors, 
vice-president and manager of agencies 
Lincoln National. 

“How Can the Agency Officer Know 
How Much to Pay for Business?” L. S. 
Morrison, Research Bureau, and E. Mc- 
Conney, actuary Bankers of Iowa. 

“Where Have Good Agents Come from 
and How Did We Get Them?” H. G. 
Kenagy, assistant manager Research Bu- 
reau, 

“Work of the Bureau in 1935—Plans 
for 1936.” 

November 12 


Opening remarks by W. W. Jaeger, 
chairman Research Bureau’ executive 
committee, vice-president Bankers of 
Iowa. 


“The Agent’s Part 
Quality of Business,” 
ler, Research Bureau. 

“Working the Planned Estates Pro- 
gram,” W. P. Worthington, assistant su- 
perintendent of agencies Home Life of 
New York. 

“Cooperation Between the Underwrit- 
ing and Agency Departments,” Jerome 
Clark, vice-president Union Central. 

“The Effect of the Investment Situa- 
tion on Agency Operations,” E. A. Olson, 
president Mutual Trust. 

Group sessions. 

Meeting of signatory companies 
agency practices agreement. 


in Improving the 
Kenneth R. Mil- 


of 


November 13 


Opening remarks by Henry E. North, 
chairman executive committee Associa- 
tion of Life Agency Officers, second vice- 
president Metropolitan Life. 

Report of replacement 
Frank L. Jones, chairman, 
dent Equitable of New York. 

Report of 1935 Life Insurance Week, 
M. A. Linton, chairman 1935 week com- 
mittee, president Provident Mutual. 

Plans for 1936 Life Insurance Week, 
S. T. Whatley, chairman 1936 week com- 
mittee, vice-president Aetna Life. 

Report of agency practices committee, 
Frank H. Davis, chairman, vice-presi- 
dent Penn Mutual. 
“The Agency Year,” 


committee, 
vice-presi- 


John Marshall 


Holcombe, Jr., manager Research Bu- 
reau. 
“How to Make a Presentation Stay 


Presented,’ R. C. Borden and A. C. 
Bussee, associate professors of New York 
University. 

Closing Address, “The Relation of the 
Agency Department to the Progress of 
the Company,” George W. Smith, presi- 





dent New England Mutual. 


Persistency Seen 
as Interest Offset 


Conservation Being Recognized as 
Means of Overcoming Low 
Interest Yield 





MAY HAVE GREAT EFFECT 





Estimate Raising Policy Duration Three 
Years Same as 4% More 
Return on Reserve 


Attention of company executives is 
being markedly drawn this year to the 
possibilities that lie in policy conserva- 
tion work for overcoming the effect of 
low investment yield. Virtually all the 
officials are convinced the future for 
perhaps many years offers little im- 
provement in the rate of interest. The 
possibilities of increasing average yield 
by various investment practices have 
about been plumbed. Government 
dominance in the credit field indicates 
clearly that no marked improvement in 
interest rate can be expected. 

A great deal of thought has been given 
to the wastage of money that results to 
a policyholder from lapsing his insur- 
ance, but there is a widespread misun- 
derstanding as to the effect of lapses on 
legal reserve life insurance companies 
doing an ordinary business. Many per- 
sons in and out of the business think 
that lapses are profitable to the com- 
panies, but recent studies indicate that 
the resultant losses may be quite se- 
rious. 

Younger Companies Interested 


In discussing this question with com- 
pany executives, the opinion was ex- 
pressed that the problem of lapses may 
be considered in conjunction with the 
reduction of earnings due to fall in in- 
terest rate. This problem is receiving 
the careful consideration especially of 
many younger life insurance companies. 

General experience for many years 
appears to set the average duration of a 
life insurance policy at approximately 
seven years. There are of course many 
that are maintained in force for long 
periods, but a substantial proportion 
lapse in the second and subsequent early 
years after issue, which serves to bring 
down the average to a point that has 
been considered for many years un- 
necessarily low. 

If lapses could be reduced so as to 
increase this average duration to 10 
years, the opinion has been expressed, 
the effect would be as great for a young 
or comparatively young life insurance 
company as an increase in rate of in- 
terest of one-half of 1 percent on the re- 
serve. The effect in the case of older 
companies, it is estimated, would be less 
significant. 

One hundred of the larger life insur- 
ance companies had an average net rate 
of interest in 1933 of 4.26 percent and 
during 1934 of 3.92 percent, a prominent 
executive points out. The reduction in 





(CONTINUED ON PAGE 8) 
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Inflation in U. S. Is Well Along in Its Course, 


Says Expert, Citing Experience Abroad 


A gloomy prospect was presented by 
Dr. Walter S. Landis, vice-president of 
the American Cyanamid Company in 
his address, “The Insurance Company 
and Inflation,” delivered before the con- 
vention of casualty agents and company 
executives at White Sulphur Springs. 
Dr. Landis’ observations reflected much 
study. He analyzed how insurance com- 
panies ‘of all kinds, their policyholders, 
stockholders, and employes were affected 
by the French and German inflations. 

He concluded, by comparing the Euro- 
pean inflation with the situation in this 
country, that not only is inflation to be 
expected, but it is actually here and is 
well along in its course and true to form. 

“It behooves all of us,” he said, “to 
set our house in order if we are to pro- 
tect and preserve the funds placed in 
our care to insure the existence of our 
corporations, a livelihood for our em- 
ployes and a probably smaller return to 
our stockholders. The struggle for mere 
existence is going to take our every ef- 
fort and many of us are going to fall 
by the wayside. The record of insolv- 
ency in Germany and in France during 
the inflation is appalling.” 

Sees the Ten Cent Dollar 


He asserted that if the present admin- 
istration is continued in power it means 
ultimately the 10 cent dollar. “We face 
a dark future for the next generation 
or two,” he concluded. 

The German life insurance companies 
at the time of. inflation were restricted 
in their investments to government 
bonds, first mortgages limited to 50 per- 
cent of the value of the property and 
certain bonds comparable to the munic- 
ipals in this country. They could own 
real estate only for use in their busi- 
ness. In 1913 German life companies, 
as a whole, had 83 percent of their in- 
vestments in first mortgages, 2 percent 
in real estate, 4 percent in government 
bonds, 2 percent in miscellaneous securi- 
ties and 8 percent in policy loans. 

Following the armistice, mortgages 
and other indications of fixed indebted- 
ness, theoretically could be paid off with 
a dollar bill. 


New Regulations Issued 


In 1923 a new regulation was issued 
governing life insurance and trust in- 
vestments. Such institutions could hold 
a large proportion of real estate and 
they could invest up to as high as 60 per- 
cent of their premium reserve in com- 
mon stocks and short term commercial 
paper. However, by this time, a dol- 
lar would buy several million marks and 
the insurance companies were unable to 
take advantage of the new regulations. 

In the revaluation of 1923, bonds were 
revalued at 2% percent of their face 
value and in case of government obliga- 
tions there was a provision for ultimate 
revaluation effective about 1950 at 12%4 
percent. 

First mortgages were originally re- 
valued at 15 percent but the rate was 
later set at 25 percent. 

The 1913 assets of all private life com- 
panies in Germany totaled about six bil- 
lion marks. The gold mark balance 
sheet on Jan. 1, 1924, was only 145,000- 
000 marks. The companies went into 
reorganization, transferring their assets 
to a new corporation, frequently of the 
same name and which immediately com- 
menced to write business on a new basis 
and proceeded with the liquidation of the 
old account. Dr. Landis estimated that 
the old policyholder may recover about 5 
percent of the value of his policy. 

The fire insurance companies were not 
so limited in their investments and fared 
slightly better, he said. In 1913 the 
total assets of the mutual fire insurance 
companies in Germany were 232,000,000 





marks. At the end of 1925, their as- 
sets were only 92,000,000 marks. 

The casualty companies had assets of 
1,600;000,000 marks in 1913 and the first 
gold mark balance sheet Jan. 1, 1924, 
showed 785,000,000 marks. The casualty 
companies had turned their investments 
quite materially into real estate during 
this period, representing 16 percent of 
their assets in 1924, as compared with 
4 percent in 1913. There was a large 
reduction in their holdings of mortgages 
and fixed interest bearing paper. Their 
business improved materially with the 
stabilization of the mark and by 1927 
their assets very nearly equaled those 
of 1913. In 1927 they were holding 
twice as much real estate as in 1913 and 
they carried five times as much in com- 
mon. stock. 

Opposes Legal Restrictions 


Dr. Landis concluded that legal re- 
strictions on investment portfolios dur- 
ing a period of extreme inflation are 
bound to cause enormous losses. The 
machinery for revising such restrictions 
is so slow that the portfolio may be com- 
pletely wiped out or there may be little 
left to take advantage of the more liberal 
provisions of revised regulations. 

In France, he recalled, the currency 
was ultimately revalued in 1927 and 
placed on a gold redemption basis The 
new French franc in terms of gold was 
approximately one-fifth of the old one. 

None of the French life companies 
went bankrupt. The lirnitation on their 
portfolios was more liberal than that 
of Germany and they could hold a large 
proportion of real estate. The large 
holdings of real estate by the French 
companies gave them an asset which 
slowly appreciated in value and by 1928 
or 1929 real estate had practically 
reached old gold parity. The conserva- 
tive companies lost more heavily than 
the less conservative ones. One young 
French life company invested in specu- 
lative foreign bonds and made a hand- 
some showing. Its shares sold on the 
market in 1929 at 35 times the 1913 price, 





whereas gold parity would have been 
five times. A much larger and older 


and more conservative company sold 
at only twice the 1913 price in 1929. 

The fire insurance companies did not 
fare as well as most groups other than 
insurance, because during the period of 
inflation fire losses rose to an inordinate 
degree. 


Maintaining Proper Coverage 


One of the great difficulties with in- 
surance in Germany was the mainte- 
nance of adequate coverage. In the early 
stages of inflation, this was attempted 
as far as life insurance was concerned, 
by the purchase of new policies. The 
problem of fire and surety bonds was 
tremendous. Then there was the prob- 
lem of hedging the premiums against the 
gold or commodity principal. This had 
to be done by finding proper securities 
evaluated in terms of this same gold or 
commodity. 

For one period there was an index 
type of insurance applying particularly 
to fire losses. These were designed to 
compensate for time of settlement, in- 
creased cost of reconstruction or replace- 
ment and other changes either of value 
or of money. 

Actually the insurance business came 
very largely to a stand-still during 1923. 
The expense of conducting the offices 
continued to increase and the life com- 
panies were particularly out of luck. 
Peoeple finally did not even try to pay 
their premiums. 

In France, coverage was more easily 
maintained by taking out additional in- 
surance and there was a continued in- 
crease in the amount of life insurancé 
and strangely enough in annuities. 


Effect of Rent Laws 


The French companies carried con- 
siderable quantities of real estate, par- 
ticularly the life companies. The fix- 
ing of apartment and residence rentals 
was by decree, so that real income from 
real estate affected by the rent laws was 
disturbed. In consequence, values of 
real estate did not follow the general 
—_ level and generally lagged far be- 

ind. 

The result of the investment in real 
estate, therefore, depended somewhat 





Business Executive’s Ideas 


Pennsylvania Telephone Official in Fine Exposition of Manager’s 
Job at Conference of Philadelphia Life Underwriters Group 





The successful sales manager, among 
other things, must inspire confidence and 
enthusiasm in his men, Wilford Gillen, 
general sales manager Bell Telephone. 
Company of Pennsylvania, told the man- 
agers’ conference of the Philadelphia 
Association of Life Underwriters. He 
was introduced by J. A. Stevenson, home 
office general agent Penn Mutual Life. 
His talk was based on qualities of. lead- 
ership and the man side of sales man- 
agement. 


Big Investment in Men 


Manpower is the most expensive in- 
vestment any company has, he said. If 
a salesman is getting $200 a month, con- 
sidering that 4 percent return on the in- 
vestment, the company has $60,000 in- 
vested in him. “Multiply that by 20,” he 
said, “and you have an investment of 
$1,200,000.” 

One trouble with sales heads, he said, 
is the failure of management to draw out 
latent ability in salesmen. 

A leader must have knowledge of hu- 
man nature and use it “for his people.” 
Too many leaders are too “full of ideals.” 
He asserted that a man afraid to show 





gga is lacking in the true ability to 
ead. 

Mr. Gillen stated his company found 
it a good idea to advance men money 
for illness, to pay off loans, etc. They 
pay the loans in small amounts from 
salary weekly. Often family difficulties 
keep a salesman back. 

He declared a leader should inspire 
confidence. “Unless he believes in the 
boss, he won’t believe in the objectives 
set up.” The sales manager should have 
a plan set up and make the men realize 
it is worthwhile to follow it. 

A leader must have unlimited energy 
and be able to impart the energy to 
others. He must have enthusiasm, the 
most important thing a salesman can 
have, and highly contagious. 

A good sales manager has certain 
characteristics of an actor. He is able 
to dramatize ideas. Contests, he said, 
enable the supervisor to dramatize the 
business. 

“As sales managers,” Mr. Gillen said, 
“we have as our tools human beings. 
And we recognize that the biggest thing 
in a man’s life is emotionalism. Man is 
moved by emotion rather than intellect.” 





upon the character of the prope 
Commercial properties, not affecteq i 
the rent laws showed greatly increas 
values. 

The tax problem became terri. 
Corporations such as_ insurance coy, 
panies were greatly affected in Frany 
by the increased taxes since tJ 
estate bound by the rent laws could ny 
assume a greater tax burden. The larg. 
est of the French life companies jy, 
three years in succession paid out mop 
taxes than the total premiums receive 
Its administrative expenses equaled th 
premium for two years in successio, 
The theory that banks and _insurany 
are not affected by inflation, since they 
merely trade dollars, is not borne oy 
The stockholder certainly pays his shar 
of the cost. 


Taxes Grew Rapidly 


In 1913 a well established French fir 
insurance company collected 19,6560 
francs in premiums and paid out 1,13), 
000 francs for expenses, and 2,766,537 
in commissions. The taxes amounted ti 
2,645,000. In 1925, premiums amount 
to 67,000,000 francs, expenses 5,500,00( 
francs and taxes 15,000,000 francs. Jn 
short, taxes went up faster than any 
thing else. 

In 1932, the same company received 
122,000,000 francs in premiums of which 
25,000,000 were collected from the po: 
icyholders as excise tax. In additio 
the company paid 29,000,000 in direc 
taxes. In short, for 100,000,000 franc pre! 
miums actually received by the com 
pany, there was a tax of more than if; 
000,000 paid by the policyholders an/ 
the company. The expenses that yer 
were 11,500,000 francs. While net pr- 
miums over 1913 were five times th 
former level, the taxes were up 20 tims 
and the administration cost 10 time 
This gives a good idea of what happens 
to taxes when a balance must k 
budgeted that has been running wild f 
some years, he said. 

In conclusion, Dr. Landis pointed ot 
that the budget in this country has bees 
unbalanced for some years and ther 
is no indication it is going to be balancel 
in the near future. Accordingly, he sail 
the country can look forward to an it; 
flationary price rise, even though tit 
printing of green backs is postpone 
for some time. The mere _possessi0i 
of gold is not an assurance against a 
inflationary price rise, he continued. 








Insurance Code Up in 
Illinois Special Session 





SPRINGFIELD, ILL., Oct. 17. 
It is generally known in offici 
circles that Governor Horner in 
issuing the call for a special ses 
sion of the legislature will include 
the insurance code as-one of the 
subjects to come up. There has 
been considerable doubt as t0 
whether this would be done m 
view of the fact that Governor 
Horner desires his special welfare 
program to be put through with- 
out any controversial subjects i0- 
terfering. The first thought was 
that there would be a second spe- 
cial session at which time the in- 
surance code and the drivers’ l- 
cense bill would come up. How- 
ever, the administration decided 
that there will be only one spe 
cial call and so these two subjects 
will be comprised in it. 


Oct. 29. 














The call will be for Oct. 22 oF | 
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Specialization Now 
Is Greatly Needed 


Oil Company Sales Director Makes 
Point in New York 
Association Meet 


SIMPLE POLICY WORDING 


Professor Greaves of Yale Addresses 
Sales Seminar; Membership Breaks 
Record at 2,000 


NEW YORK, Oct. 17.—Life insur- 
ance agents should become specialists to 
a greater extent than at present, Frank 
W. Lovejoy, sales director Socony-Vac- 
num Oil Company, told members of the 
New York City Life Underwriters As- 
sociation at the first fall dinner meeting. 
In the general field of merchandising it 
is realized that a man has little chance 
unless he specializes, he pointed out, yet 
few agents make it their business to 
know everything possible about a cer- 
tain type of policy, class of buyer or 
type of condition for which insurance is 
needed. Conceding the professional 
status of the life underwriter, Mr. Love- 
joy declared, specializing need in no way 
conflict with professional ideals. 


Urges Simple Presentation 


Stating that 70 percent of the popula- 
tion of the United States has an intel- 
ligence level of a child of 14 years or 
less and can concentrate on a given sub- 
ject only two seconds at a time, he urged 
simplicity in sales presentations, con- 
centrating on essentials, and forgetting 
details. He suggested life policies be 
changed so as to tell the provisions and 
benefits in plain, every-day language. If 
legal complications make this imprac- 
ticable, it should be possible to attach 
an extra sheet to the front of the policy 
which would not bind the company to 
anything not in the contract itself but 
which would tell in vivid and easily un- 
derstood terms just what the policy 
would do, he said. ; 

Mr. Lovejoy quoted ‘und strongly en- 
dorsed six sales maxims worked out by 
Professors Borden and Busse of New 
York University from the results of 15,- 
000 selling interviews: (1) don’t talk too 
much—let the prospect talk all he wants 
to; (2) don’t interrupt, no matter what 
the temptation; (3) inquire first—then 
attack afterward; (4) don’t assume a 
positive, argumentative manner; (5) be 
sure that the buyer understands that you 
understand his objection—repeat it for 
him even more forcefully than he said 
it; (6) stick to one key issue and don’t 
digress. 


Set Record in Membership 


President Glenn B. Dorr of the New 
York association announced that the or- 
ganization’; membership is now more 
than 2,000, the highest in its history, for 
which he paid tribute to the work of 
Chairman A. V. Youngman of the mem- 
bership committee and those who had 
worked with him. 

_Dr. Hubert Greaves, professor of pub- 
lic speaking at Yale University, ad- 
dressed the sales seminar session in the 
afternoon on the importance to the agent 
of harmonizing his tone of voice and 
bodily actions, as well as spoken words, 
i the impression he wishes to create. 

requently, by neglect of the tone of 
voice and bodily attitudes, people give to 
the observer an impression totally dif- 
ferent from their real personalities or 
from the impression they wish to make. 

By description and pantomime Dr. 
Greaves gave a vivid portrayal of sev- 
eral persons whom he had met who 
(CONTINUED ON PAGE 6) 





Industrial Insurers Hold 
Forth at White Sulphur 





JONES PRESIDING OFFICER 





President, in Annual Address, Dwells 
on the Problem of Agency Se- 
lection—Attendance Is 50 





By GEORGE WOHLGEMUTH 


WHITE SULPHUR SPRINGS, W. 
VA., Oct. 17.—President P. W. Jones, 
secretary-treasurer of the Bankers 
Health & Life of Macon, Ga., opened 
the annual meeting of the Industrial In- 
surers Conference here. 

Mr. Jones was reelected president, as 
were the other officers. G. R. Kendall, 
president Washington National, is vice- 
president, W. B. Clement, secretary of 
the Pilot Life, secretary. 

O. E. Starnes, vice-president of the 
Imperial Life, becomes chairman of the 
executive committee. That position has 
been vacant since the death of C. S. 
Drake of Indianapolis. 


Where Assured Gets Opinion 


New committee members are F. F. 
Leith, Peoples Life of Washington, 
D. C.; Sumter Lowry, Gulf Life and 
W. R. Lathrop, Southern Life & Health. 
Old members are P. M. Estes, Life and 
Casualty; J. R. Leal, Interstate Life & 
Accident; E. T. Burr, Durham Life; C 
A. Craig, National Life & Accident; A. 
B. Langley, Carolina Life, and Mr. 
Starnes. 

The chief problems of industrial in- 
surance are those of agency selection, 
underwriting and claims, and they are 
directly controllable from the home of- 
fice, he said. 

The proper basis for any insurance 
contract, Mr. Jones said, is that the con- 
tingency insured against, if and when 

(CONTINUED ON PAGE 5) 





Now Is Near Top of Life 
Advertisers Association 














Cc. C. FLEMING 


C. C. Fleming, who was elected vice- 
president of the Life Advertisers Asso- 
ciation at the recent annual meeting in 
Swampscott, Mass., is editor of publica- 
tions of the Life Insurance Company of 
Virginia. Mr. Fleming was unable to 
attend the meeting because of illness and 
he is still confined to his home where 
he is convalescing. 

Mr. Fleming joined the Life of Vir- 
ginia as an agent at Staunton, Va., in 
1921. Five years later he was appointed 
to his present position. He is a charter 
member of the Life Advertisers Associa- 
tion, as well as an enthusiastic one, and 
has served on several committees and 
as treasurer. 








view. 


own salesmanship ability. 


experience. 


Independence Square 








Among the Imperatives © 


Courage, to combat timidity in prospect-approach; to 
tackle a known difficult case; to meet competition fear- 
lessly ; to insist persuasively upon the right policy or the 
right plan, against a policyholder’s stubbornly mistaken 


Faith, in the unexcelled character of the underwriter’s 
own company; in the unexcelled quality of its product and 
its service; in the reality that at all times prospects can be 
found, if effectively and diligently searched for; in one’s 


A Definite Purpose, in respect to amount of income 
desired and the volume of production that will produce it; 
in respect to a goal reached by stepping stones of promo- 
tion, or through profitable prestige created by underwriting 
broadened and made more class-inclusive by study and 


These three imperatives, Courage, Faith, a Definite 
Purpose, possessed and steadfastly maintained, will crown 
life with the success desired by every normal man. 


THE PENN MUTUAL LIFE INSURANCE CO. 
WM. A. LAW, President 


Philadelphia 

















Little Opposition 
to the Resolution 
American Life Convention Satis- 


fied with Position Taken 
on Ratings 


LAST SESSION FEATURES 


Considerable Merriment Was Evoked 
When Newspaper Men Were 
Allowed in Executive Meeting 





At the annual meeting of the Amer- 
ican Life Convention there was uncer- 
tainty in the atmosphere as to what, if 
any, action should be taken on com- 
pany ratings. That has been a perplex- 
ing subject. Companies have been 
greatly embarrassed by comparative rat- 
ings. Yet there are a number of com- 
panies in the American Life Convention 
that have no complaint to offer as to the 
ratings so far as they are concerned per- 
sonally. Yet some of the presidents of 
the so-called “A” companies have been 
very outspoken in their condemnation of 
this practice. 


Difference of Opinion Seen 


There was a difference of opinion as 
to what should be done at the A. L. C. 
meeting. Some advocated being militant 
and turning heavy artillery on raters. 
Others thought it would be much wiser 
to ignore the whole proposition. What 
was done was a compromise. The or- 
ganization merely reiterated what had 
been in its mind theretofore. It en- 
dorsed the action of the Insurance Com- 
missioners Convention at the Seattle 
meeting in condemning these ratings 
and leaving the matter up to each state 
commissioner to act as he saw fit. Fur- 
thermore at the meeting of the commis- 
sioners in St. Petersburg, Fla., the ex- 
ecutive committee of the A. L. C. had a 
session, passed a resolution upholding 
the widest dissemination of comprehen- 
sive, factual information regarding com- 
panies, but condemning comparative rat- 
ings. The A. L. C. simply reaffirmed 
and ratified the St. Petersburg resolu- 
tion. There was very little discussion 
on the subject at the meeting on the 
floor, the subject having been threshed 
out in the executive committee 


Majority Rules the Roost 


At the final session, President J. B. 
Reynolds, Kansas City Life, who always 
closes with a sort of benediction, re- 
marked that in this association there 
may be difference of opinion and mem- 
bers may be vociferous and pressing in 
their remarks, but when the majority de- 
cides to pursue a course the whole con- 
vention follows. He remarked that this 
is the proper way to conduct an or- 
ganization of this kind. 

President Reynolds was one of the 
founders of the American Life Conven- 
tion, was its first president and has the 
distinction of being the only member 
who has served as president twice. He 
stated that he had never missed a meet- 
ing and he has seldom missed a session. 
The new president, G. S. Nollen, in in- 
troducing Mr. Reynolds to give the part- 
ing word said that while it could not be 
stated in truth that the American Life 
Convention was merely the lengthened 
shadow of a single man yet the shadow 
of J. B. Reynolds did extend beyond 
those of all others. 

Mr. Reynolds figured again in the final 
session. Daniel Boone, president of the 


Midland Life of Kansas City, who had 
been elected to the executive commit- 
tee two years ago, following his retire- 
ment from the presidency, was to have a 
(CONTINUED ON PAGE 7) 
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Silver Jubilee 


Continental Assurance 


. .. Now in its 25th year 





... continues steadfastly 
in growth and service 
.. . Our Silver Jubilee 
Drive has special at- 
tractions for aggressive 
agents with high stand- 


ards. ... 


ASSURANCE 
COMPANY 


CHICAGO 


Affiliated with Continental Casualty Company 











U. S. Supreme Court Refuses 


Review of Insurance Cases 


———_——- 


DISPOSES OF 12 ACTIONS 
Reorganization Effort in Peoria Life 
Blocked; Other Important Prin- 
ciples Are Set Uo 





WASHINGTON, Oct. 17.—Selecting 
its calendar for the new term, the United 
States Supreme Court Oct. 14 disposed 
of more than 12 insurance suits by re- 
fusing to review decisions of lower 
courts. 

Holding that no substantial federal 
question had been presented, the court 
dismissed appeal of the Connecticut 
General Life from decision of the Cali- 
fornia supreme court in its suits against 
the state treasurer to have gross pre- 
mium tax declared invalid as violating 
the 14th amendment to the constitution. 
Other cases in which review of lower 
court decisions was refused were: 


Other Cases Involved 


Metropolitan Life vs. Rubin’s Depart- 
ment Store, seeking review.of decision 
of Seventh Circuit Court of Appeals con- 
firming a composition and summarily 
restraining the company from taking a 
deficiency judgment in a _ foreclosure 
proceeding finding approximately $352,- 
000 due the company on a mortgage. 

Arthur A. Mayers vs. Massachusetts 
Mutual Life, seeking review of decision 
of Second Circuit Court of Appeals 
holding that “usual insurance practice” 
should prevail with respect to extended 
term insurance rather than for such pe- 
riod as was held by the plaintiff to result 
from a “fair reading” of the policy. 

Fred Matalone, et al vs. Peoria Life, 
et al, seeking review of decision of Sev- 
enth Circuit Court of Appeals upholding 
finding by trial court it did not have 
jurisdiction under the national bank- 
ruptcy act to entertain a petition for re- 
organization of an insurance company 
which had ceased to do business and the 
' property of which is in the ands of 
receivers appointed by numerous courts. 


“Due Caution” Ruling 


Peter Micca, sr., vs. Wisconsin Na- 
tional Life, seeking review of decision 
of Seventh Circuit Court of Appeals hold- 
ing that failure of Peter Micca, Jr., to 
exercise due caution before driving 
across a railroad track where he was 
, killed by a train relieved the company 
| from liability under an indemnity pol- 





icy. 
| The Peoria Life ruling blocked an 
effort to have the company reorganized 
under the new national bankruptcy act 
after it had been placed in the hands 
of a receiver for liquidation. The Peoria 
county circuit court Nov. 15, 1933, ruled 
the company might properly be liqui- 
dated and the Illinois insurance director 
appointed a receiver who took over the 
assets. Five creditors June 22, 1934, 
filed petition in federal district court, 
southern district of Illinois, asking for 
reorganization of the company, the pe- 
tition being dismissed for want of juris- 
diction. The court held the Peoria Life 
was not subject to the corporation re- 
organization provision in the amended 
bankruptcy act. The decision was af- 
firmed by the Seventh Circuit Court of 
Appeals.” 


Occidental Presents New 
Offer for American Life 





DENVER, Oct. 17.—Unexpected dif- 
ficulties developed in the opening hear- 
ing on the approval of the reinsurance 
agreement between Wilbur Newton, re- 
ceiver of American Life, and the United 
Benefit of Omaha. A dozen lawyers, 
representing six different interests, were 
present in Judge Symes’ United States 
district court and the unexpected turn of 
events, brought about by their conten- 















Tables Turned | 










JOHN J. KING 





John J. King, president of the 
Hooper-Holmes Bureau, was the honor 
guest at an impromptu dinner in Chi- 
cago Tuesday evening that was arranged 
by Lee N. Parker, president of the 
American Service Bureau. It was not 
Mr. King’s birthday or the end of any 
particular number of years of service, 
The occasion for the dinner was the 
fact that he was remaining in Chicago 
after having attended the annual meet- 
ing of the American Life Convention. 

Mr. King has been host at many din- 
ners and Mr. Parker decided to turn 
the tables and place Mr. King at the 
receiving end. About 24 gathered for 
the function. 

Dr. Harry W. Dingman, vice-presi- 
dent of the Continental Assurance, pre- 
sided and called upon several to ex- 
press their affectation for Mr. King. 
Among those who spoke were Mr. Par- 
ker, H. G. Royer, president Great North- 
ern Life; Walter Webb of the Hercules 
Life, E. P. Kenyon, president of the 
United Service Bureau, the fraternal or- 
ganization; Harold Gordon, secretary 
Health & Accident Underwriters Con- 
ference; Isaac Miller Hamilton, presi- 
dent of the Federal Life; F. C. Crit 
tenden, formerly with the National Life, 
U. S. A., and now in the printing busi- 
ness; Barrett Woodsmall, executive 
vice-president American Service Bureau, 
and C. O. Pauley. secretary Great 
Northern Life. Mr. King responded ap- 
preciatively and told some of the stories 
for which he is famous. Earlier in the 
evening he brought down the _ house 
with his rendition of the Tammany song. 

D. Meacham, supervisor of the 
Hooper-Holmes Bureau, and R. ©M. 
Ayres, Chicago manager, were present. 
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ceedings and has cast serious doubt as 
to whether the affairs of the Americal 
will be cleared up as quickly as was 
thought a short time ago. 

A new offer of reinsurance by the 
Occidental of Los Angeles, which took 
over the Pacific States in Colorado, was 
thrown into the center of proceedings, 
and this caused considerable concert. 
When Newton advertised for bids, the 
United and Occidental were the first to 
make offers. Newton accepted the 
United contract, and has been working 
with the court on it, disregarding addi- 
tional offers made by the Occidental. 
Two features of the United’s offer were 
that policies would be taken over with- 
out liens, and that stockholders would 
receive $1.50 per share. 

Attorneys for the Occidental and 
American declared before the court that 
the Occidental offer is from $30,000 to 
$50,000 better than the one offered by 
United, but the authenticity of this claim 






















tions, has entirely disrupted normal pro- 








is disputable. 
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Industrial Insurers Hold 
Forth at White Sulphur 


(CONTINUED FROM PAGE 3) 


oecurring, would entail a financial loss 
to the person designated as payee. Very 
few of the industrial companies, he de- 
cared, investigate insurable interest and 
frequently the insured did not sign the 
application, was not present when it 
was written, or was ignorant that an 
iqsurance policy existed. 

Many of the companies are paying 
gurious disability claims and are, in 
fact, giving unemployment insurance 
and old age pensions. They overlook 
tht there are many opportunities to 
geculate in industrial insurance, Mr. 
Jones asserted. 

Underwriting and claims are prob- 
lens which must be solved at the home 
ofice, to a large extent. The industrial 
companies do not investigate applicants 
for industrial to any extent although a 




































careful investigation is made in ordinary 
applications for $1,000 or more. 

More than 50 were in attendance. 

The National Housing Act, J. E. 
Cruise, West Virginia manager of the 
Federal Housing Administration, de- 
clared, is not necessarily a political pro- 
gram, but was developed %rom a survey 
of the Department of Commerce under- 
taken in 1933. He commended the in- 
sured mortgages program for insurance 
company investment. 

Louis Phillips, editor ““American In- 
surer,” opened the Tuesday morning 
session with an address, “The Service of 
Life Insurance.” 


W. B. Clement Gives Report 


W. B. Clement, assistant secretary 
Pilot Life and secretary of the confer- 
ence, gave the report of the executive 
committee. It was recommended that 
each member company secure the names 
of eligible companies for membership. 
Present advertising contracts will be 
contiued. There will be two committee 








meetings a year, the spring meeting 
being an open session. The Palmetto 
State Life was admitted to membership. 
President William Wallace of that com- 
pany was introduced. The application of 
the Suwanee Life was continued. 

Health and accident insurance bene- 
fits should not be more than the in- 
sured’s earnings and expenses, W. C. 
Turpin, Jr., general counsel Bankers 
Health & Life, asserted. He defined “in- 
demnity” as making good a loss, which 
is the buttress of insurance. The Su- 
preme Court has held life companies 
issue contracts of indemnity. The com- 
panies owe the public the duty of send- 
ing them honest and well informed 
agents. 

The problem of present day invest- 
ments was discussed by F. J. Travers, 
financial secretary Lincoln National Life. 
He said the problem resolved itself into 
whether to buy long or short term bonds, 
what quality bonds and what general 
class of bonds. Generally, he said, it 
would probably be wiser to purchase 





short term securities, as the loss in in- 
terest would not be as great if there is 
an upward trend in business. 

The factor, times interest earned by 
utilities, is not so important as whether 
there is a 20 percent remainder of earn- 
ings after all interest and fixed charges 
are paid, Mr. Travers said. Government 
bonds are genuinely attractive in this 
market. If business revives, medium 
grade bonds will be more stable in price 
than the better class bonds because they 
pay a higher rate of interest. Certain 
railroad bonds are good investments and 
bonds of electric operating companies 
are attractive to some extent. There 
are few strong industrial companies with 
stable earnings. However, he suggested 
that some industrial debentures and pre- 
ferred stocks which are not callable 
would be good investments. ; 

A report of-the law committee on fed- 
eral legislation, particularly the social 
security act, was given by P. M. Estes, 
general counsel Life & Casualty of Ten- 
nessee, its chairman. “Some Pollyannas 











of the 
1e honor 
in Chi- 
arranged 
of the 
was not 
| of any 
service, 
was the 
Chicago 
il meet: 
‘ntion. 
any din- 
to turn 
at the 
red for 





'€-presi- 
ce, pre- 
to ex- 

King. 
(r. Par- 
North- 
ercules 
of the 
nal or- 
cretary 
; Con- 
presi- 
. Crit 
il Life, 
x busi- 
ecutive 
urea, 





Now is the time for all underwriters to put troubles behind 


Every life underwriter who enters the field of action in this 


spirit will be a winner. 











LIFE INSURANCE COMPANY 


OF BOSTON, MASSACHIUSETTS 


NOW IS THE TIME FOR ACTION 


them and action in front of them. We are going forward, probably in one 
of the most interesting periods of the world. We are privileged to be 


alive today and in a position to observe all that is happening. 
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proclaim that the payment of these 
monthly benefits will be so educative that 
it will prove a great boon to insurance. 
But surely there are less costly methods 
of education,’ Mr. Estes declared. He 
said the act would probably apply to all 
industrial agents but not to those agents 
who write ordinary exclusively. 

Resolutions were read in memory of 
the three members who died, they being 
T. H. Matthews, vice-president Ken- 
tucky Central Life & Accident, who died 
Monday at the age of 57; W. R. Lathrop, 
secretary Southern Life & Health, and 
C. S. Drake, president Empire Life & 
Accident. ~- 

The banquet was held Tuesday night. 

Raymund Daniel, “Insurance Field,” 
presented golf cups at the banquet to 
H. B. Belvin, Home Security, low 
gross; W. N. Culp, Southern Life & 
Health, iow net; G. R. Kendall, Wash- 
ington National, second low net; M. E. 
Archer, Empire Life & Accident, third 
low net. 
The Wednesday session was given 





over to round table discussions and com- 
mittee reports. 

Discussion was heard favoring elim- 
ination of double indemnity clause in 
industrial policies or charging of extra 
premium because of bad experience, par- 
ticularly because of large number auto- 
mobile accidents. Roll call was read to 
determine company practices. Many of 
the companies now charge no additional 
premium when included in standard poli- 
cies. On sub-standard business, the 
clause is usually limited. A few com- 
panies do not have double indemnity 
clauses. 

A committee will be appointed by the 
president to take up the advisability . of 
eliminating the double indemnity clause 
and revising insurable interest policy 
provisions. ; 

B. L. Tatman, Reliable Life & Acci- 
dent, chairman good of the conference 
committee, recommended that member 
companies avail themselves of Com- 
merce Clearing House reports, which 
was approved. He recommended the 





Che Weasel Mord--“Wait” 


Theodore Roosevelt thus char- 
acterized words without force or pur- 
pose, and W-A-I-T surely belongs 


in that category. 


When a Prospect decides to 
“wait” to acquire protec- 
tion he might be excused 
on the grounds of lack of 
realization of its import- 
ance. 


But when a Life Insurance 
Salesman says “I’1] wait to 


see that prospect” 


he 


knows the danger of such 
delay and is unfair to both 
the Prospect and himself. 
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revision of the insurable interest policy 
provisions and the foundation of a legal 
section of the conference, the latter to 
deal with legislation. 

J. R. Leal, Interstate Life & Acci- 
dent, reporting for the advertising com- 
mittee, said present advertising would 
be continued. 

G. N. Strong, Industrial Life & 
Health, gave the report of the auditing 
committee. The discussion on mechani- 
cal writing of policies was read by N. T. 
Weaver, Bankers Health & Life. The 
value of house organ or agency bulle- 
tin was considered. Copies of the sta- 
tistical report were distributed. 


Linton in Talk to Chamber 


of Commerce on Social Acts 





(CONTINUED FROM PAGE 1) 


set up their plans under the act, and 
after the federal act is found unconstitu- 
tional some of the state plans will stick. 


The federal acts providing for old age’ 


cover two phases. One is the contribu- 
tory plan, by which the right to benefits 
is built up by contributions of employer 
and employe. The other is the old age 
assistance plan, which applies only to 
the needy and calls for payment of half 
the benefit by the federal government 
and half by the state. 

The contributory plan will apply to 
about 25,000,000 workers. There is no 
bottom limit, the employer with one em- 
ploye being required to pay the tax for 
himself, and to deduct the employe’s 
tax from the payroll. The tax starts at 
1 percent from each, or a total of 2 per- 
cent on the payroll, from 1937 to 1939 
and rises at three year intervals to 6 
percent, or 3 percent each, in 1949 and 
thereafter. The taxes apply to earnings 
up to $3,000 a year but to nothing above 
that figure. 

The pension is to commence at age 
65 provided the worker is not then reg- 
ularly employed. It increases with the 
years of employment following the in- 
auguration of the system. Mr. Linton 
used the same tables for illustration of 
the effects as he did in his talk before 
the American Life Convention, quoted 
in last week’s issue. 


Hazards in Enormous Reserve 


The plan will result in an enormous 
reserve fund, running up to $47,000,000,- 
000. Mr. Linton referred to the tend- 
ency of Congress to spend money that 
is in sight and considers the plan dan- 
gerous. He seemed to favor the British 
plan, which gets in touch with reality at 
the start by paying benefits to all those 
in the beneficiary class, without vague 
promises for the future that can hardly 
be fulfilled. 

The old age pension plan was devised 
in a few months, when a year or more 
should have been allowed for study and 
preparation. Mr. Linton apparently be- 
lieves that the measure adopted will 
have to be changed in important re- 
spects, and he urged business men to 
give it the consideration which it merits 
considering their financial interest in the 
matter. 


Old Age Assistance Plan 


The old age assistance plan does not 
carry a special tax. The cost will come 
out of the general funds of the federal 
government and of the states. It is 
copied somewhat after the Canadian 
plan, which has been operating in sev- 
eral provinces, in cooperation with the 
Dominion government for about six 
years. 

A striking feature of the American 
plan is that the benefits in the next few 
years will be much larger under the old 
age assistance plan than under the con- 
tributary plan. It is true the benefits are 
not yet fixed, but quite a few states are 
now allowing $1 a day, or $30 a month, 
and inasmuch as the federal government 
will contribute half the cost, it seems 
that the states will probably continue 
their benefits, so that the federal con- 
tribution of an equal amount will raise 
the figure to $60 a month. Very few 
pensioners under the contributory plan 
will get as much. 





Boondoggling Movement 
Hits Insurance Busing;, 





PLANS FOR CENSUS ARE MADR 





Some 30,000 Enumerators Are to Quiz 
Every Company, Agent and 
Broker in the Country 





Insurance people are interested in th: 
“hoondoggling” plan of the federal goy. 
ernment to conduct a census of insyr. 
ance business with funds from the ¢4. 
000,000,000 relief appropriation. 

F, A. Gosnell of the federal censys 
bureau called a conference of insurance 
leaders in Philadelphia where the plan; 
were discussed. Among those on hanj 
were J. A. Beha, general manager Nz. 
tional Bureau of Casualty & Surety 
Underwriters; W. E. Mallalieu, genera| 
manager National Board; Paul L. Haid, 
president Insurance Executives Associa. 
tion; Henry Swift Ives, Association oj 
Casualty & Surety Executives; A. (. 
Charles, Inland Marine Underwriters 
Association; H. G. Kenagy, Life In. 
surance Sales Research Bureau; R. B, 
Crane, Life Presidents Association; J, 
B. Miller, National Association of In- 
surance Agents; F. A. Norton, Con- 
necticut insurance department; V., 
Howell, Prudential; F. A. Eager, North 
America; J. Ray Donahue, U. S. F. & 
G.; J. S. Thompson, Mutual Benefit 
Life; A. M. Royal, Travelers; H. R 
Bassford, Metropolitan; R. M. Conn, 
Grain Dealers National Mutual Fire; F, 
K. Connelly, Provident Mutual Life; 
John Glendening, Home of New York. 


Much Expense Involved 


The companies are not altogether de- 
lighted with the prospect since the busi- 
ness of getting up the information for 
the census takers will be expensive. 

The census will cover the year 1935 
and will be started shortly after Jan. 1. 
It will undertake to ascertain employ- 
ment and payroll data, including break- 
down of full time and part time em- 
ployes separated into executives, office 
and clerical help, selling help and 
other employes. The survey will list 
total number of employes in their vari. 
ous classifications and total salary paid. 

There will be a monthly breakdown 
between full time and part time en 
ployes and there will be statistics on 
the number of male, female and Negro 
employes. It will cover operating ¢x 
penses and premium income of the com- 
panies. Brokers and agents will be 
asked to give employment and payroll 
data, gross commissions from insurance 
sales and receipts from other sources. 

Some 30,000 census takers will be 
hired. They will be taken from the 
relief rolls. The work is expected to 
require about three months and will be 
in charge of A. W. Coombs and F. A. 
Gosnell. 





Specialization Now 
Is Greatly Needed 


(CONTINUED FROM PAGE 3) 


unknowingly gave impressions at vat 
ance with their personalities and with 
their own best interests. Somewhere 
the course of their education these pe 
ple could well have afforded to neglect 
some phase of it and devote the time 
learning how to harmonize their actions, 
tone, and words. ae 

Talks by seven members of the New 
York association at the sales semima 
were reported in last week’s issue 
THe NATIONAL UNDERWRITER. 





C. E. Scott, Field Aid, Dies 


Charles E. Scott, field assistant ™ 
South Dakota for the Equitable Life 
New York, died at Belle Forche, S. D 
after an illness of two days. His heat- 
quarters were at Rapid City and he had 
been with the Equitable 10 years. 
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Little Opposition to the Resolution 


(CONTINUED FROM PAGE 3) 








kyccessor on the committee. Kansas 
ty is always on the job. Therefore 
President Reynolds, high mogul of the 
Kansas City executives, nominated W. 
T. Grant, president of the Business 
Men's Assurance of Kansas City, to suc- 
ceed Mr. Boone. In paying tribute to 
\r, Grant for his many excellent qual- 
ities of mind and heart, Mr. Reynolds 
said that he had in his nature a hundred 
minor frailties that made him intensely 
human. 


Much Merriment at Final Session 












There was much merriment in parts 
of the final session, starting with the mo- 
tion to allow the members of the press 
to be invited to the executive session. 
This led to some of the humorists aris- 
ing to impose conditions on the news- 
paper men. From that time on there 
were many witty skirmishes and much 
airy persiflage bandied back and forth. 

At the closing time of the session, 
when the new president, Gerard S. Nol- 
len, had taken his seat and presented, as 
is the custom, a silver mounted gavel to 
the retiring president and spoke with 
such acclaim of Herbert K. Lindsley, 
president of the Farmers & Bankers 
Life who was passing out of the high 
ofice in the A. L. C. and when all the 
membership arose in tribute to Mr. 
Lindsley, the latter was so moved 
emotionally that he could hardly speak. 
In fact, all he did was to briefly express 
his appreciation as his voice choked. 
President Nollen remarked at once, 
“You will agree with me that although 
that was a very brief talk, it was most 
eloquent.” 

Colonel Robbins, who was reading 
the reports of a number of the commit- 
tees, reached that of the committee on 
blanks and stated that the chairman, 
George Graham of the Central States 
Life, was in poor voice and therefore 









could not read the report. Colonel Rob- 
bins started to read it and Mr. Graham 
immediately hastened up from the 
audience, mounted the rostrum and did 
the reading himself. He thus sustained 
his reputation. 

The decision to have the annual meet- 
ing at Dallas next year, when the Texas 
centennial activities are on, is in tribute 
to the Texas companies that have sup- 
ported the convention in a most faith- 
ful and energetic way. Harry L. Seay 
of the Southland Life is chairman of the 
committee on time and place of meet- 
ing. Mr. Seay therefore engendered 
enough favorable sentiment to have the 
meeting next year in Dallas. Many com- 
panies, however, favor the permanent 
meeting place at Chicago in view of the 
fact that it is central and with so many 
sections there is a desire of numerous 
offices to have a number of men attend 
the meetings. Therefore the expense 
has grown. On state occasions like 
next year, the rule probably will be 
broken. 


Amen Corner Is Lauded 


At the meeting of the Agency Section 
over which Vice-president S. T. What- 
ley of the Aetna Life presided there 
were a number of agency generals 
grouped in the front seats. Mr. What- 
ley referred to them as his “special 
friends in the amen corner.” 

There was much chiding W. T. Grant, 
president of the Business Men’s Assur- 
ance, who was slated for a place on the 
executive committee, to the effect that as 
a candidate for office he was taking him- 
self too seriously and had not done 
enough for the “voters.” This resulted 
in Mr. Grant inviting a number of in- 
fluential members to breakfast the 
morning of the voting day. 

Colonel Robbins read all the memo- 
rial resolutions with three exceptions. 





President T. A. Phillips of the Min- 
nesota Mutual presented the memoir for 
Dr. C. N. McCloud, vice-president and 
medical director. Assistant Counsel E. 
M. Thore, Acacia Mutual, read the reso- 
lution in behalf of Vice-president J. P. 
Yort of that company. Agency Exec- 
utive J. F. Maine of the London Life of 
Canada read the resolutions for J. Stan- 
ley Lovell, assistant general manager 
and executive secretary. 


Sixtieth Anniversary of 
Prudential Is Celebrated 


NEWARK, Oct. 17.—A record num- 
ber of guests attended the Prudential’s 
buffet luncheon celebrating the com- 
pany’s 60th anniversary, at which Presi- 
dent Duffield and other executives wel- 
comed leaders in the business, clerical, 
profesional and political life of northern 
New Jersey. Nearly 500 persons were 
present. 

Life company guests included Presi- 
dent J. R. Hardin, Vice-Presidents E. E. 
Rhodes and J. S. Thompson, Treasurer 
M. W. Wilder, Jr., Secretary H. H. 
Allen, Medical Director W. R. Ward and 
Counsel E. O. Stanley, Jr., of the Mutual 
Benefit Life, President E. J. Heppen- 
heimer and Vice-President C. F. Nettle- 
ship of the Colonial Life of Jersey City. 


G. A. Adsit Holds Conference 


George A. Adsit, manager of agencies 
of the Girard Life, held a conference in 
Chicago this week with general agents 
from several cities in northern Illinois. 
Mr. Adsit remained in Chicago for the 
conference after attending the meeting 
of the American Life Conventon. 





Bank Insurance Makes Cut 


The reserve basis for Massachusetts 
saving bank life insurance is being re- 
duced from 3% to 3 percent effective 
Nov. 1. However, loadings are to be 
reduced so that the gross premium will 
actually be lower. 





Mail Order Insurance and 
Company Rating Reviewed 





BOWEN OUTLINES POSITION 





Ohioan Opposes Ban on Rating Agen- 
cies and Going to Congress on 
Non-admitted Carriers 





Mail order insurance and rating of 
companies were discussed by Superin- 
tendent R. L. Bowen of Ohio in his talk 
at the sales congress conducted by the 
Cleveland Accident & Health Associa- 
tion. 

On the subject of mail order cover- 
age and its attendant evils, he said there 
have been many complaints to his de- 
partment because people in Ohio have 
had to take what settlements were given 
them by such carriers without recourse 
in the state. He explained that there 
are some companies operating in other 
states under a non-profit statute and the 
insurance departments have no power 
over them. 

“I believe,” said Mr. Bowen, “that 
Ohio is 100 percent free of this evil, and 
there are no Ohio companies doing 
business across the borders of other 
states unauthorized. We are doing all 
we can to stamp out the evil of irre- 
sponsible companies and believe each 
state should try to correct its own evils 
instead of submitting them to Congress. 
But, unless commissioners have greater 
control over the solvency of companies, 
the job may be taken to Washington. 
In the last five years, 35 life companies 
have failed. How long can that go on 
without control going into federal 
hands?” 

He said that the use of rating services 
came up at the Seattle convention of 
the Insurance Commissioners Conven- 
tion and the committee brought in a 
report unfavorable to the use of such 
agencies. There was much disagree- 
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November is the birthmonth of President Price. Following a long established custom 
Jefferson Standard field men and women will present to him as a birthday gift, the out- 
standing production month of the year. 


President Price personally selected the plan of life insurance which will be presented 
to the public during his birthmonth. The plan has been given the name “President’s 


Special” by the 


Agency Department. 


“The President’s Special” pays a lump sum at death anda guaranteed monthly income 
for a selected number of years. It is merchandised in a way that will bring quick and 


effective sales when presented to prospects. 
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ment with that report however, he de- 
clared. Mr. Bowen stated that the Ohio 
department is in favor of giving the 
public all the factual information avail- 
able and that it is not in favor of pro- 
hibiting rating reports. 


Trend Is Noted 
to Par Annuities 


(CONTINUED FROM PAGE 1) 








this plan has a stronger appeal to the 
public than-one which anticipates under 
correspondingly reasonable assumptions 
a decreasing scale of dividends, since 
any downward fluctuations in future ex- 
perience would affect the income less 
under the former plan than under the 
latter. 

_ While the idea of participating annui- 
ties, because of present uncertain in- 
terest and annuity mortality rates, 
makes its most emphatic appeal to the 
companies, yet it is believed that it will 
also appeal to most annuity buyers 
when it is pointed out to them that 
under such a plan they will be purchas- 
ing an annuity on an actual cost basis. 


—_—— 


Persistency Seen 
as Interest Offset 


(CONTINUED, FROM PAGE 1) 


rate of interest in consecutive years is 
without precedent in the business. There 
are few companies that have not suf- 
fered from a drop in their rate of in- 
terest earned. 

The problem that confronts them is of 
balancing the income from premiums 
and interest against the disbursements 
and the necessary increase from year to 
year in the statutory reserves required 
for the orderly maturity of the policy 
obligations. This problem is being at- 
tacked both from the point of view of in- 
creasing income by way of rates, and re- 
duction of dividends on participating 
policies. It is being attacked also from 
the point of view of diminishing dis- 
bursements by guaranteeing lower cash 
surrender values in new series of pol- 
icies. 





Discussed at Chicago Meet 


The problem involved is dealt with 
at some length in the recent address of 
V. R. Smith, vice-president and actuary 
Confederation Life of Toronto, before 
the annual meeting of the American 
Life Convention in Chicago. 

To the extent that lapses can be re- 
duced they will decrease the burden 
thrown upon the earnings of life insur- 
ance companies. Some company offi- 
cials are optimistic that the development 
of a more persistent business may go 
far in contributing to the solution of the 
problems thrust on life insurance com- 
panies because of the necessity of op- 
erating with a diminished interest rate 
upon the invested funds. 

The reductions in cash surrender val- 
ues that have been made by so many 
companies probably will result in life in- 
surance agents placing less sales em- 
phasis on withdrawal values and featur- 
ing in their solicitation the protection of 
the life insurance, which, as is being 
strongly emphasized by many leaders 
in the agency and company ranks today, 
is the primary purpose of life insurance. 

It is possible that in the past agents 
have placed too much emphasis on cash 
surrender values and the lessening of 
this emphasis should in turn contribute 
to a more persistent business. 

Some executives in considering this 
whole problem have laid greater stress 
on premium rates than on cash surren- 
der values, but other officials have laid 
most emphasis on the reduction of cash 
surrender values. The latter group of 
executives probably has been influenced 
by an agency point of view that a reduc- 
tion in cash surrender values would have 
little effect on the sale of life insurance 
policies but that an increase in premium 
rates would result in loss of agency mor- 
ale and possibly would increase agency 
turnover. 








Financial Section Man 
Hails from Kansas City 











JOHN E. MePHERSON, Kansas City, Mo. 


John Edward McPherson of Kansas 
City, Mo., treasurer of the Business 
Men’s Assurance, who becomes secre- 
tary of the Financial Section of the 
American Life Convention, is a grad- 
uate uf the University of Kansas of the 
class of 1898. He is a Phi Beta Kappa. 
He graduated from the Kansas City 
School of Law in 1905. He is a trustee 
and secretary of the Liberty Memorial 
Association. He served as executive 
secretary for the John A. Prescott & 
Co., investment bankers, from 1899 to 


1913. He then was secretary of the 
Maxwell Investment Company, farm 
mortgage bankers, leaving in 1924. He 


was secretary and trust officer of the 
Guaranty Trust Company of Kansas 
City for five years. In 1924 he went 
with the R. B. Jones & Sons Insurance 
Agency at Kansas City, which is also 
manager of the Kansas City Fire & 
Marine. In 1926 he went with the Busi- 
ness Men’s Assurance as controller and 
in 1931 was made treasurer. He there- 
fore has a most excellent financial back- 
ground which will make him of great 
value to the Financial Section. 

The Business Men’s Assurance head 
office has several other University of 
Kansas men connected with it. Vice- 
President J. H. Torrance, who is first 
president of the Health & Accident Un- 
derwriters Conference, is a graduate. 
President W. T. Grant was a student at 
the university. 





The Altus Life & Accident of Tulsa, 
formerly of Altus, Okla., has changed 
its name to the Peerless Life. 








Plan Lecture Series to Aid 
Brokers on Life Insurance 





Chairman W. C. Verplanck (Myrick 
agency, Mutual Life of New York) of 
the New York City Life Underwriters’ 
Association’s newly created committee 
on cooperation with brokers and _ his 
committee were hosts at luncheon this 
week to representatives of Greater New 
York brokers’ organizations whose 
membership totals about 1,500. 

The committee is endeavoring to ar- 
range a series of educational lectures 
to be sponsored by the life underwri- 
ters’ association, to aid brokers in the 
writing of life business. The plan is to 
make the lectures on subjects which tie 
in naturally with the general insurance 
business, for example, business insur- 
ance, prospecting, and programming or 
auditing. The broker is in an excellent 
position to sell business insurance. 
Prospecting and programming are im- 
portant in general insurance as well as 
in life insurance. Associations repre- 
sented at the luncheon and those repre- 
senting them included the Insurance 
Brokers’ Association, B. M. Harris; 
General Brokers’ Association, S. N. 
Schwartz; Independent Brokers Associ- 
ation, S. D. Rosen; Brooklyn Insurance 
Brokers Association, H. B. Stern; Bronx 
Insurance Men’s Association, Thomas 
Buckley; Life Supervisors’ Association, 
Jerome Siegel. 7 

The Brooklyn Brokers Association 
and the Independent Brokers’ Associa- 
tion endorsed the plan for the series of 
lectures. Representatives of the other 
associations will take up the matter with 
their executive committees. 


Explains Ohio License Law 

CLEVELAND, Oct. 17.—At the din- 
ner given in honor of Superintendent R. 
L. Bowen, of Ohio, following the Cleve- 
land Accident & Health Sales Congress, 
Mr. Bowen spoke briefly on the new 
licensing law and the examination of 
agents and Raymond Rhoads, assistant 
to Mr. Bowen, who has charge of the 
examinations and licensing, explained 
the procedure in more detail. This was 
followed by a two-hour open forum, in 
which he answered many questions cov- 
ering every phase of the subject. Since 
the Ohio department is now working on 
a new licensing act for life men, they 
were especially interested. 


Reinmund Life Manager 


F. M. Reinmund has been appointed 
manager of the life department of the 
John A. Eckert & Co. brokerage or- 
ganization of New York. He was for- 
merly connected with the Mowry & 
Reinmund general agency of the Aetna 
Life in New York. This firm was 
headed by his father, B. F. Reinmund, 
and his uncle, L. D. Mowry. He suc- 
ceeds D. M. Findlay. 








GROUP INSURANCE DISCUSSION 





At the conference on group insurance 
at the American Life Convention meet- 
ing, there was much discussion on the 
practice of some companies guarantee- 
ing a group rate for five years. Some 
companies will only write at the term 
rate for one year and will not go be- 
yond that. There seems to be a com- 
petitive advantage in guaranteeing a 
five-year rate especially among some of 
the companies that are building up their 
group business. It was acknowledged 
in the discussion that now and then 
companies that adhere as religiously as 
possible to the one-year rate will make 
a guarantee of five years under stress. 


No Guarantee in South 


One member stated that while his 
company would occasionally make a 
five-year guarantee on groups where the 
standard rate is used and where all con- 
ditions are favorable, no such guaran- 
tee would be made in the south. He 
said that his company adopted no gen- 
eral rule but took up each group on Its 





merits. Even those that make the five- 


} year guarantee will only do so for the 


first five years. They will not extend 
the guarantee beyond that. From there 
the rate must go on from year to year 
according to experience. 


Employe-Pay-All Plan 


The question as to the feasibility of 
the employe-pay-all plan in group in- 
surance was characterized by one of the 
delegates representing a large company 
as unsatisfactory and unsound. He said 
that it bordered on the old assessment 
form of insurance which has proved un- 
substantial. In a plan of this kind, 
eventually no new members will enter 
or comparatively few will because the 
rates begin to go up and only the old 
people or those that know that they are 
impaired or question their health will 
remain. In the discussion it was brought 
out that in some cases of this kind 
where the employes pay all the pre- 
mium it is made mandatory for all to 
come in. 











C.LU. NEW 


KORBEL MILWAUKEE PRESIDEN? 


Alfred Korbel, Massachusetts Muty 
Life, has been elected president of the 
Milwaukee C. L. U. chapter. T, y 
Tuttle, Northwestern Mutual Life, ; 
vice-president and Laflin Jones, Nort}, 
western Mutual, secretary-treasurer, 


CHICAGO CHAPTER IN SESSION 

Ten C. L. U. graduates received ¢. 
plomas at a dinner meeting of the Ch. 
cago chapter of C. L. U. this week pr. 
sided over by President  Frederig 
Bruchholz, agency director New Yo 
Life. Mr. Bruchholz presented the tey 
C. L. U. people. L. M. Buckley, vice. 
president Chicago chapter, gave echo 
from the Des Moines convention of the 
National Association of Life Under. 
writers, and A. J. Johannsen, chairman 
education committee, told of the C. | 
U. educational and prospecting pro. 
gram. There are now 91 C. L. U. 
gree holders in Lhicago. 


LINFORD SAN FRANCISCO HEAD 


C. H. Linford, assistant manager 
Travelers, has been elected president San 
Francisco C. L. U. Ted Dreyer, map. 
ager Pacific Mutual at Oakland, is vice. 
president; G. F. McKenna, Penn Mv 
tual, secretary; J. O. Klein, Metropol 
tan at Burlingame, treasurer. Board of 
directors consists of M. L. Fairchild, 
Connecticut General; N. F. Davis, Jr, 
Guardian, and N. J. Goldsmith, Equit- 
able. 

se ih 
KANSAS CITY CHAPTER ELECTS 


O. J. Neibel, Penn Mutual, is elected 
president of the Kansas City C. L. U. 
chapter. W. G. Nathan, Mutual Bene 
fit, was elected vice-president and Ernest 
Gray of the Kansas City Life, secretary, 


The John Hancock Mutual Life ha 
moved its general Minneapolis office to 
125 South Seventh street. Lloyd J. 
Lynch is general agent. 





L.O.M.A. Officer 




















RICHARD BOISSARD 


Richard Boissard, who was elected 
first vice-president of the Life Office 
Management Association at the recent 
annual meeting in Cincinnati, is vice: 
president and actuary of the National 
Guardian Life of Madison, Wis. Hé 
graduated from the university with the 
degree of electrical engineer in 1913 and 
followed that profession, except while 
he was in the army, until 1921, when he 
joined the National Guardian Life. | 
has successively held the title of assist- 
ant secretary, secretary and new vice 
president and actuary. He is the soo 
of George A. Boissard, president of that 
company. 














Commi: 
annual ré 
fscal yea: 
legislatiot 
regulatior 
compamie 
stock an 
required — 

He rec 
company 
percent 
building 
able perc 
or corpo! 
one proje 

The la 
buy and 
leased pt 

The le 
operatior 
panies SI 
and a 
quired. 
approved 
should | 
ment of 


Texas 
Merkle, « 
ferrets, | 
attempt 
claims < 
said tha 
since Ay 
ruary, 1' 
state hac 
taxes. 

He s 
marked 
conditio 
year. 1] 
ganizati 
Texas | 
Texas ¢ 

The ; 
panies | 
tal $11, 
insuran¢ 
reserve 
last yea 


Mr. | 
the las’ 
law. 

The 
concern 
act pas 
increast 


State. 
membe 


Mr. 
viding 
accider 
Invest: 
comple 
ot cas 
the en’ 
greate: 
and 1 
twistir 











October 18, 1935 


LIFE INSURANCE EDITION 


9 











Daniel Wants Restrictions 
on the New Organizations 

























~~ TEXAS COMMISSIONER’S VIEW 
SIDEN?D 
os * a Tells Governor He Favors More Strin- 
sa W. gent Regulations Governing Promo- 
A x . tions, Tightening Investment Laws 
urer, [ 
SSION Commissioner Daniel of Texas, in his 
eived gq anual report to the governor for the 
hed a jscal year ending Aug. 31, recommends 
ran ~ legislation making more stringent the 
e. 


regulations governing organization _of 
companies. more substantial capital 
sock and an adequate reserve should be 
required of new institutions. 

He recommends a law prohibiting a 
company from investing more than 5 
percent of its assets in a home office 
huilding or loaning more than a reason- 
able percentage to any one person, firm 
or corporation or investing same in any 
one project. ; 

The law permitting a life company to 
buy and own a home office building on 
leased premises should be repealed. 

The law governing organization and 
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manager MM operation of mutual assessment com- 
lent San panies should be made more stringent 
rT, man Mand a higher degree of solvency re- 
is vice- MM quired. All policies and rates should be 
nn Mu §% approved by the department and rates 
tropoli- J should be adequate to guarantee pay- 
oard of # ment of losses. 
airchild, Baa th 
vis, Jr, Mentions Tax Ferrets 
Equit- Texas has been employing the firm of 
Merkle & Martin of New York, the tax 
ferrets, to examine the companies in an 
ECTS attempt to get taxes which Texas 
elected Mm Claims are due the state. Mr. Daniel 
—L. Uf said that this work has been suspended 
| Bene since April of this year. Between Feb- 
Ernest Me tary, 1933, and April of this year, the 
retary, [ME state had collected $256,400 in delinquent 
taxes. 
ife has He said there is a continued and 
fice to [Marked improvement in the financial 
ovd |. Me Condition of all companies during the 
“~ “ZB year. There are now 805 insurance or- 
ganizations under the supervision of the 
——— @ Texas department. Of these 295 are 
Texas organizations. 
r The 39 Texas legal reserve life com- 


panies have assets of $193,559,579, capi- 
tal $11,619,950, net surplus $14,275,775; 
insurance in force $1,111,584,737 and net 
reserve $150,528,713. They paid losses 
last year of $12,125,123. 


Likes Retaliatory Law 


Mr. Daniel expressed gratification that 
be: last legislature passed a retaliatory 
aw. 

The state-wide mutual assessment 
concerns, which were organized under an 
act passed a couple of years ago have 
increased their membership greatly this 
year. They have a total membership of 
60,408 at the end of the year. They re- 
cetved from members $1,343,952 in 1934 
and paid losses of $555,446. 

Due to legislation passed by the last 
legislature, a large number of burial 
associations have sought to qualify under 
the local mutual aid law. There are now 
108 local mutual aid associations in the 
state. They collected $1,670,232 from 
members in 1934. 


New Law Beneficial 


Mr. Daniel said the recent law pro- 
viding for licensing of life, health and 
accident agents has had a salutary effect. 
Investigators have filed a number of 
complaints against agents and a number 





of cases are under investigation. With 
the enforcement of this law should come 
vice- greater protection against unlicensed 
ional and unscrupulous agents and against 


He twisting. 


- the “We believe,” Mr. Daniel said, “that 

and this will also have a tendency to pre- 
vhile vent misrepresentation of companies by 
n he the use of so-called statistics from un- 


He authorized and unlicensed rating bureaus 


sist- published yearly for the purpose of be- 
vices oF shown to the public with the view 
son of realizing as much financial return 





therefrom as possible and not with the 
Purpose of rendering the public a real 











service and giving the public any in- | 


formation that they cannot get from 
the department simply by asking for it.” 


Discuss Tax Encroachments 


At the first fall meeting of the Boston 
Life Insurance Trust Council, F. W. 
Ganse, a recognized authority on life in- 


_surance taxation, and H. H. Andrews 


of the Old Colony Trust Company dis- 
cussed the new revenue bill, indicating 
the tendency of the government to en- 
croach through taxation more and more 
on the proceeds of life policies. About 
100 reservations were made for the din- 
ner, indicating the interest in this sub- 
ject. 


Insurable Interest Question 


Judge Hoffman at Cincinnati has ruled 
that a fiancee has an insurable interest 
in her intended husband. He sustained 
Miss Henriett Behr, who sued the city 
retirement trustees for $1,291 on the life 
of C. E. Blankenhuler, who shot and 
killed himself, Feb. 14. He had named 
Miss Behr as his beneficiary, but the 
trustees rejected her claim as without 
insurable interest. 


Pacific Mutual Life Resigns 
The Pacific Mutual Life has resigned 


from the International Association of . d 
‘each of the first nine months of 1934 and 


Casualty & Surety Executives. 








Production in September 
Shows Gain of 4 Percent 











NEW YORK, Oct. 17.—New life in- 
surance production for September 
showed a gain of 4 percent over Septem- 
ber, 1934, while for the first nine months 
the gain was 3.3 percent, according to the 
Life Presidents Association. 

In September total new business of all 
classes written by the 42 reporting com- 
panies was $573,481,000 against $551,- 
556,000 in September, 1934, increase 4 
percent; new ordinary, $360,936,000 
against $359,534,000, increase 0.4 of 1 per- 
cent; industrial, $190,044,000 against 
$170,935,000, increase 11.2 percent; group, 
$22,501,000 against $21,087,000, increase 
6.7 percent. 


Volume in Increase 


For the first nine months the total new 
business was  $6,605,344,000 against 
$6,395,381,000, increase 3.3 percent; new 
ordinary, $4,191,115,000 against $4,168,- 
626,000, increase of 0.5 of 1 percent; in- 
dustrial, $1,892,012,000 against $1,865,- 
454,000, increase 1.4 percent; group, 
$522,217,000 against $361,301,000, increase 
44.5 per cent. 

The total new paid-for business for 





1935, and percentage increases or de- 
creases, are shown in the following table: 





Jan. ..$ 665,457,000 $ 824,903,000 24.0% 
Feb. 648,073,000 719,598,000 11.0 
March 787,628,000 768,491,000 —2.4 
April 794,495,000 733,870,000 —7.6 
May 791,544,000 732,188,000 —7.5 
June 762,490,000 697,471,000 —8.5 
July 694,259,000 904,149,000 30.2 
Aug. 699,879,000 651,193,000 —7.0 
Sept 551,556,000 573,481,000 4.0 
$6,395,381,000 $6,605,344,000 3.3% 


Appeals Spurgin Decision 

DENVER, Oct. 17.—The U. S. tenth 
circuit court of appeals has been asked 
to decide whether W. C. Spurgin, ab- 
sconding Chicago banker, is dead or 
alive and whether his daughter, as bene- 
ficiary, should receive payment on a 
$25,000 policy written on Spurgin by 
the Penn Mutual Life. dis- 
trict court jury in Denver recently held 
that the banker, who absconded in 1921 
with more than $500,000 from a Chicago 
bank, is legally dead, but the insurance 
company attorneys declare they have 
proof he has been seen alive as recently 
as 1930. 

Spurgin’s daughter claims he was mur- 
dered by followers of Pancho Villa, after 
he fled to Mexico. Several have testi- 
fied that he was a close friend of Villa, 
and testimony has also been introduced 
to establish his burial place in the Sierra 
Madre mountains. 








Interested? 








MINNESOTA MUTUAL’S 


New ordinary business in August was 
27.7% over August, 1934. 


§ A Liberal General Agency Contract— 
§ A Financing Plan for the Agency— 
§ A Plan for Financing your men— 
§ Unique Sales Helps— 


§ A Policy for every purpose— 

juvenile, women, group, wholesale, etc. 
§ A tested Organized Selling Plan 
§ A detailed plan for finding—training men 
§ A unique supervisory system 
§ Accounting methods for your office that tell you just 

where you're heading 
§ An understanding, cooperative, sympathetic Home 


Office 


§ An old substantial, Mutual Company—over 50 years 
—Not too big to know you— 


Big enough to command respect anywhere 


Then ask for our FACTS booklet! 
HAROLD J. CUMMINGS, Vice President 


THE MINNESOTA MUTUAL 
LIFE INSURANCE COMPANY 


SAINT PAUL, MINNESOTA 
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May Revolutionize Construction 


AT soME of the sessions of the annual 
meeting of the AMERICAN LIFE CoNVEN- 
TION, company officials that are interested 
in mortgages on city homes were con- 
cerned in the prediction by some of the 
experts that’ in due season prefabricated 
houses would supplant the present methods 
of construction because the cost would be 
much less. For instance, if it were pos- 
sible to erect a house that at the present 
time would cost $8,000 for a price ranging 
from $3,000 to $5,000 it would overturn 
building construction methods and present 


values would be greatly affected all 
along the line. 

The research work that is being done 
at Purpue University along this line is of 
interest. This college through its housing 
research department has had 10 architects 
of eminent character each put up a house 
showing what can be done to reduce build- 
ing costs. Careful planning and a number 
of other factors combined have all been 
brought into play. This is a subject that 
is gripping the attention of mortgage loan 
departments. 


No Trick Plans in Real Production 


Every agency manager is endeavoring 
to stimulate production and stir his men 
up to greater effort. This has been true 
particularly during the last few years when 
business has been hard to get. Various 
schemes have been resorted to and many 
plans evolved and tried out. Frank H. 
Davis, vice-president of the Penn Mvu- 
tuAL Lire, in his recent address before 
the American Lire ConveNTION, declared 
there is no special trick or device that will 
bring in business of a desirable character. 

He said that during these troubled 
times the agencies and companies that have 
shown progress in their production have 
kept very closely to the beaten path and 


have solved the problem largely by get- 
ting into their organization agents of 
quality and enterprise. It is not the num- 
ber of agents that are soliciting for a com- 
pany that have proved successful from a 
production standpoint but rather the in- 
telligent, conscientious effort of substan- 
tial salesmen that has been put forth to get 
business. The agency department that has 
stimulated its people to a point where tliey 
desire to accomplish certain ends has 
usually counted the results on the right 
side because when a person really seeks an 
objective that is within his reach he ordi- 
narily gets it. The slogan, “Plan your 
work, then work your plan,” still applies. 


Background Knowledge Important 


SomE life agents feel that the vast 
amount of information contained in the 
talks presented at such meetings as the 
AMERICAN LIFE CONVENTION last week, are 
of little interest to them. The agents 
feel that their reading should be re- 
stricted to new sales methods and sug- 
gestions. However, an agent should se- 
cure knowledge not merely to repeat it 
to his policyholders, but to enlarge his 
background and give strength and cour- 
age to his convictions. 

Among.the splendid papers presented 
at the AMERICAN Lire CONVENTION was 
one on the important subject of investment 
interest returns presented by V. R. SMITH, 
general manager and actuary of the Con- 


FEDERATION LiFE of Canapa. Although 
this subject is decidedly a problem of 
management, the review of the many 
facts and trends which are considered 
in investment management questions by 
company executives, gives the agents 
an idea of the service being rendered 
policyholders and the impossibility of 
an individual handling his own invest- 
ments in so thorough and analytical a 
manner. We feel it is well worth time 
to study these articles on investment 
and their selection because they demof- 
strate the marked superiority of the cor- 
porate investor over the individual in- 
vestor. That point might well be 
stressed. 


Progress in Management 


One of the many fine features of the 
Industrial Section meeting of the Ameri- 
can Life Convention was the fact and fig- 
ure talk by Prestpent C. F. WILLIAMS, 
the WESTERN & SouTHERN Lire. Talking 
extemporaneously Mr. WiL.iaMs frankly 
discussed his company's experience in re- 
building its field force in the last five 
years. Faced with demoralization of the 
field force in common with all companies, 
Mr. WILtiAMs told how the company offi- 


cials had considered the problems facing 
them, and decided that the only way to 
make progress was to increase production. 
Many of the men who had been good pro- 
ducers in the easy 1920’s were falling by 
the wayside so the field force was com- 
pletely rejuvenated by weeding out the 
non-producers and by increasing the com- 
pensation of the producers. 

The principle of getting adequate volume 
of adequate quality at adequate cost was 





adopted. It was found that if progress was 
to be made that every man in every dis- 
trict must show an increase. Hangers-on 
were tolerated no longer. Nothing takes 
the place of money in building up a field 
force, declared Mr. WILLIAMs, and that 
principle was developed until satisfactory 
production resulted. In order to eliminate 
the worry of meeting every day expenses 
the agency contract was revised to provide 
for a special salary reserve which guaran- 
teed a level income. 

Recruiting and training were studied 
carefully and the turnover in agents was 
reduced to a minimum. The man with 
larger volume of business, both in indus- 
trial and ordinary, was given a greater per- 


Much Interested in Security 


In A TALK before the casualty conven- 
tion at White Sulphur Springs, Superin- 
tendent Pink of New York did not mince 
matters when he said that the threat of 
federal legislation and the growth of state 
insurance are real. It is more than an 
academic question. It is one that has per- 
meated the mind of the public.. Therefore 
insurance men should not sit back idly and 
complacently and take it for granted that 
nothing will occur. 

Superintendent Pink very wisely said 


—=—~ 
centage of compensation than the man Wit 
a smaller volume. In studying the tery, 
tory to consolidate debits where it Sette} 
advisable, every field was mapped out an 




















the possibilities from a life insurang fm. V- Mc} 
standpoint carefully scrutinized. ho was PI 
This taking the bull by the horns apj Miss Ma 
remedying the situation with sound prin, A. Lin 
ciples is commendable and points the y futual Lif 
to others. Steps in this direction requir png = Z 
a certain amount of turning away from th ~~ f 
past and will affect the welfare of sonefammdairs. Mr 
that have been going along with the ti i 
= ‘ se Commiss 
The idea of facing facts that is so chary. jtah Was 
teristic of the actuarial and underwritig filo: a few 
departments should not only be adopted Jeasure—t 
by the agency division but acted upon pill games 
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that this menace can be met effectively }; ince becc 


: n Ft 
wise and honorable company manageme Sate 
and by efficient and coordinated staf flMeen visiti 
supervision. Much depends on compete amtion a 
and uniform supervision by the poner 

- A States Hi roadcast 


Then there must be cooperation on par 
of companies seeing to it that the public 
is made safe. People ‘are much interested 
today in security. If they feel that th 
present insurance system will furnish secur. 
ity, they are for it. They must be shown 
that it will, 
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E. L. Buchanan of San Francisco, 
representing the State Life of Indiana, 
closed September with an average of 
better than an application per day for 
the past five months, Sundays and holi- 
days included. He wrote 38 applica- 
tions in September and led the State 
Life’s Class B producers throughout the 
United States. He has set his mark at 
an app-a-day average, month by month, 
for an entire year. 


The salesmen and office staff of the 
Spokane (Wash.) agency of the Mutual 
Life of New York honored the 26th an- 
niversary of Manager Percy L. Coch- 
ran’s association with the company at a 
dinner and dance this week. Fred Ash- 
ley, agency organizer, presided and an- 
nounced that the agency had just com- 
pleted the third biggest month in its 
history. 


H. S. Don Carlos, manager of the life 
and accident claim department of the 
Travelers, has again been appointed 
head of the insurance section of the 
Hartford Community Chest campaign. 
He will be in charge of solicitation in 
all insurance companies, through key 
men and company organizations. 


C. E. Leavitt of the policy loan divi- 
sion of the Travelers has just published 
a book, “Friend to Friend,” which con- 
tains about 40 poems he has written in 
the past two years. Prof. H. N. Hart 
of the Hartford Seminary Foundation 
has written an introduction. 

Funeral services for L. C. Pierce, 69, 
veteran life man of Los Angeles, who 
retired from active work a few years ago 
on account of ill health, were held at 
Santa Monica. Death resulted from a 















heart attack. He was a big producer fm 4H. J. 
years ago, when he was a member om renn Mt 
the George A. Rathbun agency of thegecentral d 
Equitable Life of New York, subse.gecampaign 
quently resigning to join the home offic Mmeptises the 
agency of the Pacific Mutual Life, jms the 
which he was later appointed assistant Ime c#"V4Ss¢ 
manager, a position now he i : 
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H. W. Stanley, pogo agent Equit- 
able Life of Iowa at Wichita, Kan., wa 
guest of honor at a surprise dinner given 
by his agency staff in celebration of his 








THE NATIONAL UNDERWRITER 


Published by THE NATIONAL UNDERWRITER CO., Chicago, Cincinnati, New York. PUBLICATION OFFICE, 175 W. Jackson Blvd., CHICAGO. Wabash 2794. 


E. J. Won.cemuta, President 


Leverinc CartwricHt, Ass’t Man. Editor 


CINCINNATI OFFICE—420 E. Fourth 8t., 
Tel. Parkway 2140. L. H. Martin, Mer.; 
Abner Thorp Jr., Director Life Ins. Service 
Dept.; C. C. Crocker, Mgr., Handbook Dept. 


HARTFORD OFFICE—Room 802. 18 Asylum 
8t., Telephone 7-1227. R. E. Richman, Mer. 


Subscription Price $8.00 a year; in Canada, $5.50 a year. 
Casualty, $5.50 a year; Canada, $10.50. yi 


C. M. Cartwricut, Managin 


NEW YORK OFFICE—1200-123 William 8t., 
Tel. Beekman 383-3958. Editorial Dept.— 
G. A. Watson, Associate Editor; R. B. Mit- 
chell, Assistant Editor. Business Dept.— 
N. V. Paul, Vice-Pres.; W. J. Smyth, Res. 
Mer.; J. T. Curtin, Mgr., Industrial Dept. 





g Editor 
Associate Editors: F. A. Post, C. D. SpENcER, D. R. SCHILLING 


Single Copies, 15 cents. 


H. J. Burriwce, Vice-Pres.-Gen. 


SAN FRANCISCO OFFICE—507-8-9 Flatiron 
Bldg., Tel. KEarny 3054. F. W. Bland, Res. 
A. V. Bowyer, Pacific Coast Editor. 
DALLAS OFFICE—1218 Kirby Bldg., Tel. 
2-4491. Fred B. Humphrey, Res. Mgr. 
DETROIT OFFICE— 1015 Transportation 
Bldg.. Tel. Randolph 3994. A. J. Edwards, 
Res. Maer. 


Mer.; Miss 


e Mgr. Jo 
Associate Managers: W. A. ScaNLoNn, 


In Combination with The National Underwriter Fi 
Entered as Second-class Matter June 9, 1900, at Post Office at Chicago, Ill., Under Act, March ye re 


completing 30 years’ service for the con: —— 
pany in Wichita. Included among the 7. 
guests were the medical staff and a num Je” "°° 
ber of prominent citizens of Wichita. Mr. H. E 
Stanley’s mother and sister were als agent o 
guests. Mr. Stanley, the first Wichita mingha: 
man to secure the C. L. U. degree, ha months 
taken an unusual interest in civic affairs 
in Wichita. 
F.R. 
_ Three insurance men are taking an at- bs eo 
tive part in the annual convention of tin 
the Direct Mail Advertising Association ae 
in Kansas City this week. They art: B },; 6 
R. K. Orr, president of the Wolverine we © 
of Lansing, Mich. on “Testing am BP gent n 
Analyzing Business English;” W. © 9% and ha 
Calderwood, treasurer Ministers Life &B) pina « 
Casualty Union of Minneapolis, on “Di Banc 
rect Selling to a Class Market,” and D. & pe 9 
J. Murphey, director of publicity Ger 
eral American Life, on “The Produ! Rud 
and the Market.” Pager it 
— + New ° 
Isadore Samuels, general agent i! § has be 
Denver for the New England Mutual & wood 
is an active member of this year’s col large | 
munity chest campaign. munit: 
— contin 
The second week of October, Mortis partm 
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€ man yin Lincoln National Life Minute-Men 
b the be ub for 1936. Membership is won by 
ie terri. ‘iting specified large volume of busi- 

It seme «3 in the four months between Aug. 


f and Dec. 15. Mr, Fishman succeeds 
Vy. McNair of Washington, D. C., 
ho was president last year. 
















horns any Miss Mabel Lindly, 62, daughter of 
ound prip fy A. Lindly, founder of the Security 
ts the yafqmutual Life of Nebraska, died after a 
On reqni.,.fmmong illness. In the earlier years of the 

Cquirey ompany Miss Lindly was associated 
LY from thy ith her father in the direction of its 
© Of somMairs, Mr. Lindly died some years ago. 
h the tig, Commissioner E. A. Smith, Jr., of 
SO chara. tah was in San Francisco last week 
derwritigyIllor a few days of combined business and 
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jasure—the latter being mainly foot- 
wil games. Before becoming commis- 
ioner Mr. Smith frequently acted as 
oadcaster of football games in Salt 
ake City and vicinity over the national 
network, which hobby he has continued 
ince becoming a state official, While 
, San Francisco, Commissioner Smith 
velcomed home Mrs. Smith, who has 
been visiting in Honolulu. Fire Preven- 
in Week officials drafted Commis- 
sioner Smith to take part in the radio 
broadcast featured by station KGO, 
which was a reenactment of a serious 
San Francisco fire. 





















The legal firm of Parrish, 'Cohen, 
uthrie & Watters, well known for its 
large insurance practice, located in the 
Register Tribune building, Des 
{omes, announces that Robert W. Col- 
flesh, M. A. O’Brien and Robert L. 
Parrish have become members of the 
frm, the title of which is changed to 
Parrish, Guthrie, Watters & Colflesh. 
Thomas Watters of this firm is espe- 
ially well known to insurance people. 


H. J. Crain, Atlanta, general agent 
Penn Mutual, was named director of the 
central division of the Community Chest 
ampaign in Atlanta. This division com- 
prises the business section of the city and 
is the most important territory to be 
canvassed. 


Miss Elizabeth Stevens of the Life In- 
surance Sales Research Bureau at Hart- 
ford was married to Dwight A. Hoff. 
Mrs. Hoff will continue her duties as the 
office manager of the bureau. She is 
known to many of the life insurance peo- 
ple and is regarded as one of the con- 
spicuously successful women executives 
of the country. 


H. E. Watlington, Jr., Alabama state 
agent of the Aetna Life, died in a Bir- 
mingham hospital following several 
months’ illness. 


F. R. Maffei of the Pittsburgh agency 





Sof the Ohio State Life, has just com- 


pleted 300 weeks of consecutive produc- 


’ tion. 


een 


L. A. High, manager of the Colum- 
bus, O., agency of the Ohio State Life, 
who was injured in an automobile acci- 


' dent near Lima, O., several months ago 
» and has been confined to a hospital in 
» Lima since that time, is now able to sit 
' up and may return to Columbus next 


month. 


Rudolph Wiedemann, district. _man- 
ager in charge of the Equitable Life of 
New York’s office in Hollywood, Cal., 


_ has been elected president of the Holly- 


+ wood Kiwanis Club, which is one of the 
| large business organizations of that com- 


munity, The Hollywood organization 
continues to lead the entire western de- 
partment of the Equitable Life for the 
first nine months. 


J. D. Kitrell Plans Appeal 


DENVER, Oct. 16.—Being held in 
the county jail pending his removal to 
eavenworth where he is scheduled to 
serve a four year sentence, J. D. Kitrell, 
Denver promoter, is planning to appeal 
to the United States Supreme Court 
from his conviction of evading govern- 
ment income tax. Kitrell was president 
. the defunct Paramount Life of Den- 
er, 


of 


Ralph C. Price, superintendent 
s 


agencies Jefferson Standard Life, 
touring the Pacific Coast field. 








ONE—EM—DASHES 


Products of Alabama 
Wrecks and Telegrams 
Smith and Titles 





President S. F. Clabaugh of the Pro- 
tective Life of Birmingham, in his pre- 
liminary remarks before he gave his ad- 
dress at the American Life Convention, 
boasted of the fact that both he and S. 
T. Whatley, vice-president Aetna Life, 
who was presiding over the Agency Sec- 
tion where Mr. Clabaugh spoke, are Ala- 
bamans. He said that Alabama had 
come into great prominence. For in- 
stance, Joe Louis, the prize fight cham- 
pion, is an Alabama product. Further- 
more, he said, the only Negro congress- 
man hails from Alabama. Then he said 
that the ace of the air forces in Ethiopia 
who in fact comprises the entire fleet, is 
an Alabaman. 


Vice-president Frank H. Davis of the 
Penn Mutual Life did not arrive at the 
Edgewater Beach Hotel in Chicago 
where he was to speak at the Agency 
Section of the American Life Conven- 
tion, presided over by Vice-president S. 
T. Whatley of the Aetna Life, until the 
first speaker had almost completed and 
the time had about arrived for Mr. 
Davis to be introduced. He came pant- 
ing and puffing into the room. It seems 
that the Broadway Limited on which 
he was riding from Philadelphia got be- 
hind a freight wreck and was over an 
hour and a half late. He did not know 
how to notify Mr. Whatley of the delay. 
Finally he devised a plan of writing a 
telegram and pinning it to a daily paper, 
attaching a dollar bill to it, throwing it 
off at a tower and trusting to good fate 
that the towerman would get it and send 
the telegram. When he was apologiz- 
ing for being late, he turned to Mr. 
Whatley and asked him whether he had 
received a telegram. Mr. Whatley re- 
plied in the affirmative. Mr. Davis ‘said 
that he was handing this on as an item 
of information and suggestion if anyone 
else got caught in the same predicament. 


V. R. Smith, general manager and ac- 
tuary of the Confederation Life of To- 
ronto, who was introduced at the Amer- 
ican Life Convention where he spoke, 
with a number of titles after his name, 
thus following the Canadian custom, 
said he was in the same position as the 
Negro who was on the witness stand. 
He was asked what was the occupation 
of his sister and he replied, “She is a 
domestic.” Then he was queried as to 
his occupation and his answer was, “I 
am a technicality.” 


RECORDS 


Reliance Life—Nine months’ pro- 
duction 17,649 new life policies for $35,- 
192,632, a gain of 2,445 policies and 22 
percent in amount. Accident and health 
insurance increased 19 percent in the 
same period. New life insurance paid 
for in September was $3,966,379, a gain 
of 17.6 percent. 

Union Mutual, Me.—Paid-for business 
for September gained 200 percent over 
September, 1934, to aggregate the larg- 
est volume of business in any one month 
since December, 1931. For the nine 
months ending Sept. 30 a gain of 74 per- 
cent was made, with an increase in 
average size of policy from $1,798 in 
1934 to $2,306 for 1935. 

Northwestern Mutual Life—New paid 
business, including annuities, in Septem- 
ber totaled $20,532,664, a gain of $5,006,- 
051, or 32.24 percent. The monthly in- 
crease over 1933 was 29.04 percent. 
September issued business was $22,290,- 
230. Seventy of the company’s 85 gen- 
eral agencies showed increases during 
September, with 19 having already ex- 
ceeded their 1934 sales. New issued 
business the first part of October was 
28 percent ahead. For the first nine 














one-half its former value, but there has 
actually been little change. The com- 
pany’s business is running about 75 per- 
cent life business. Last year about 66 
percent of the business was in annuities. 

Atlantic Life—Paid business in Sep- 
tember increased 42 percent. Assets are 
now at the highest point in company’s 
history, President A. C. Swink told offi- 
cers and employes at their annual 
gathering in Richmond. W. H. Harri- 
son, vice-president and superintendent of 
agencies, spoke on the development of 
the business of life insurance and its im- 
portant part in the social structure of 
the nation. 

Southwestern Life, Tex—Broke sev- 
eral records in September in drive honor- 
ing R. R. Lee, vice-president and agency 
director. Number of applications largest 
in history, totaling 3,093. September 
volume increased $1,046,979 for a total 
of $5,770,162 which was within $150,000 
of the best month in history. Sept. 30 
was the best day in history with 347 
applications for $679,000. 

Wisconsin Life—With August and 
September showing a greater volume of 
insurance written than in any similar 
period for more than four years, indica- 
tions are that the last quarter of this 
year will be the best three months period 
the company has had since 1930. Pre- 
miums on new business for the first 


months new paid business totaled $203,- 
676,817, including $16,141,097 in annui- 
ties. The total is $29,436,986 ahead of 
the same period last year, a gain of 16.89 
percent. The increase over the 1933 pe- 
riod is 44.72 percent. 

Connecticut Mutual—Paid life insur- 
ance for September increased 28.6 per- 
cent. Paid life sales, exclusive of single 
and annual premium annuities, for the 
year to date are $69,560,948, increase 12.6 
percent. The increase in new life in- 
surance sales, plus an improvement in 
persistency of business already on the 
books, has combined to increase life 
insurance in force $11,865,178, making 
the total in force $904,496,116. Guaran- 
teed endowment annuities the first nine 
months totaled $31,595,784, a 70.7 per- 
cent gain. 

Bankers Life, Neb.—Reports 40 per- 
cent more business issued in September 
than in September, 1934. Every month 
in 1935 has shown a substantial increase 
over the corresponding month of last 
year. On the year-to-date basis, 1935 
is 30 percent above last year. 

Union Central—Exclusively life pro- 
duction increased 37 percent in Septem- 
ber and 42 percent in August, over the 
same months last year. Annuity. busi- 
ness remains approximately the same. 
It will not show up as well in the state- 
ment because it is included at about 








How Canada Life 
Assets are Safeguarded! 


Diversification 
% of total 
ledger assets 


Cash, Government and Municipal Bonds 
(Canada, United States and Great Britain) 36.54 


Other Government Bonds................. 38 
Is 5. noes can tesscccess 12.97 
Railroad Bonds ............ ehitéwesseuews 95 
Other Corporation Bonds.............. --s 3.50 
Preferred Stocks ............ is nimieiicheiee 1.78 
Stocks of Canadian Banks and Trust 
CN: 5 intawas 9 4420A Gade 2 0<eseee 1.34 
Other Common Stocks....... Prutentesewes 17 
OS SANUS Fie oc 6 bs cccdcccccecdsions 22.80 
Ns 6 v cacectaneceuaies cneeawens 14.15 
Real Estate (including Company’s 
Tee PPO ETT EEL TTS . 5.42 
ep. Ee By IMS. BSS: 7-5, . 100.00 


The Canada Life holds’ on deposit in trust, with 
trustees in the United States, assets in excess of the 
reserves required to cover all liabilities to United 
States policyholders and beneficiaries. 


Canada Life 


Assurance Company 


Established 1847 





46 YEARS IN THE UNITED STATES 





Total assets exceed $242,000,000 
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nine months increased 45 percent. Sep- 
tember new premiums gained 123 per- 
cent. 
_ Kansas City Life—3,007 applications 
received in September averaging be- 
tween $1,600 and $1,800. This is an in- 
crease in size of between $400 and $600. 
Leader in volume on net issued business 
was J. H. Fuqua of Texas who pro- 
duced $273,925. H. F. Gemme, Wash- 
ington, D. C., had 48 issued applications. 
Continental Assurance—Insurance in 
force has increased for 26 consecutive 
months, September adding $2,000,000 
plus, so there is now more than $190,- 
000,000 on the books, paid-for basis. 





Issued business for three quarters of 
1935 is $34,293,860, up almost 30 percent 
on, $26,422,080 for the first three quar- 
ters of 1934. 

October production so far 25 percent 
ahead of October, 1934. 

Nathaniel Reese, Detroit, Provident 
Mutual—Up to Oct. 1 exceeded its total 
paid-for new business for the entire 
year 1934. 

0. P. Schnabel, San Antonio, Jefferson 
Standard-—After producing $460,000 of 
paid business in August for the best 
month in eight years, the agency pro- 
duced $400,000 in September to honor Mr. 
Schnabel on his birthday and as a wel- 
come when he returned from Des Moines. 
It is 14 percent ahead of its quota. 





@ American business history 
holds no parallel to the rec- 
ords of life insurance com- 
panies in weathering depres- 
sion periods with’ flying 
colors. 

@ The stewardship, vision and 


acumen of American life in- 
surance management was 


never better illustrated than 
during the years 1929 to 
19338. 





LIFE INSURANCE 


The ONE Certain Protection .. . 
The ONE Safe Investment . . . 


O how many of your investments can you point 

as being worth the same in dollars and safety as 
they were in 1929? It is heartening to note that Life 
Insurance is still the same safe sanctuary of protec- 
tion, the same sterling asset that it has been for more 
than one hundred years in America. 


Bankers Life Company 
Gerard S. Nollen, President 
Des Moines, Iowa 


A MUTUAL LIFE INSURANCE COMPANY IN ITS 57TH YEAR 


@ Of all forms of business in 
this country, it safely may 
be said that none suffered so 
little damage as the institu- 


tion of Life Insurance. 


@ It is during troubled times 
that Life Insurance proves 
itself a citadel in which all 


men may take refuge. 
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Plans No Immediate Changes 





Ohio Farm Bureau to Make Survey of 
Present Setup of Life of Amer- 
ica, Just Taken Over 





The Ohio Farm Bureau, which has 
purchased control of the Life Insurance 
Company of America of Columbus, 
plans to make a survey of the company’s 
organization in an effort to see how the 
personnel and system will fit into the 
farm bureau setup. Until that is done 
there will be no changes, it is asserted. 
The name of the company will be re- 
tained, for a while at least, and the of- 
fices of the Life Insurance Company of 
America will remain in the A. I. U 
Citadel until the present lease expires. 
The farm bureau organization has out- 
grown its present building on East 
Broad street in Columbus and is now 
renting office space in nearby buildings. 
Judge C. S. Younger, former state su- 
perintendent of insurance, and head of 
the life insurance company, has a con- 
tract, it is stated, to remain with the 
organization as president and general 
counsel, 

The purchase of the Life Insurance 
Company of America is an interesting 
development. 

Those who are familiar with the work- 
ings of the farm bureau in various states 
predict that the company will write a 
large business. The Country Life of 
Chicago which operates in Illinois on 
the farm bureau plan was started in 
1928 and last year wrote $11,964,191. It 
has $66,029,998 insurance in force with 
an actual to expected mortality which 
for the past three years has not exceeded 
28.8 per cent. The farm bureau in Ohio 
operates through the 88 county agricul- 
tural agents. The bureau is really a 
selling agency designed to furnish farm- 
ers their implements, fertilizer, insur- 
ance and other necessities at the lowest 
possible cost and at the same time to 
coordinate the efforts of the farmers in 
a political way. Last year the Ohio Farm 
Bureau Mutual Automobile wrote $2,- 
060,235 in premiums, an increase from 
$1,671,398 the previous year. It has 
doubled its business in five years. Last 
year it started a farmers mutual fire 
company. 

These Farm Bureau county agents are 
paid salaries, part of which comes from 
the state through the extension of the 
agricultural department of the State 
University and consequently the expense 
for selling the various products which 
the bureau handles is very low as all 
members are expected to make their 
purchases through the bureau. In the 
automobile field it is understood the 
acquisition expense is a $5 fee for each 
policy, paid but once. The Farm Bu- 
reau itself is largely financed through 
the government. There are 100 farm 
credit unions which can discount their 
paper through the federal land banks 
and there is a rural electrification cor- 
poration which now has projects in pros- 
pect amounting to $18,000,000 which, if 
accepted, will be financed with govern- 
ment money. The Ohio Farm Bureau 
owns the stock purchased from the 
American Conservation Company but it 
is understood that it is only because 
there are no provisions for a mutual life 
insurance company under the Ohio law 
that the company was purchased as all 
the operations of the farm bureau are 
on a cooperative basis. 

Murray D. Lincoln is the moving 
spirit in the Ohio Farm Bureau and is 
a farm leader of national reputation. 





Calls for Valuations Data 


The Dominion department has no- 
tified life insurance companies operating 
in Canada that it prefers to proceed with 
the auinquennial valuation which falls 
due Dec. 31, under sections of the act 
providing for examination rather than 
a direct valuation. If a company pre- 








fers to have the department make , 
independent valuation rather than ex;, 
ination, that will be acceptable, AL) 






Buyers 









Watson, department actuary, calls jllMpresident 
bases of reserves and cash Surren Ho 
values or other guaranteed equities, 
case of policies valued in a special 
approximate way, the method employ 
should be indicated. Copies of tM The Pp 
books and policy forms should be sy pender” 
y, Youns 
Investigation Is Ordered »idresses 
County Prosecutor Schneider of (; pecan 
cinnati has ordered an investigation ¢ aya he 





















the charges against former officers q 
the now defunct Federal Union Life 
Cincinnati. The charges were lodged}; 
E. W. Pfitzer in behalf of a recent 


old most 
he year, 
nore befc 





organized policyholders’ committee, }) hepa 
M. Outcalt has been appointed to coy ” of th 
duct the investigation. ult ¥ 
oa i 

° ° \early a 

New Detroit Life Move buy, but 1 
LANSING, MICH., Oct. 17.—Thygmpjust take 
Michigan attorney general’s departmenmmgatd for | 
has filed a new motion with Federjjmthe cond 


disappear 
dent and 
nobiles ¢ 
salesman 
number ¢ 
“The : 
conveniet 
ticular m 
but a ¢ 
away fre 
not yet 
want to 


Judge Moinet in Detroit asking di 
missal of the suit in which federal r. 
ceivership is asked for the Detroit Lit 
Judge Moinet granted a restraining or. 
der against Commissioner Ketchan, 
named custodian by the state court, ani 
heard arguments, at first indicating le 
would dismiss the petition and later or. 
dering the filing of briefs. After th 
attorney general’s department, repre 
senting Mr. Ketcham, had filed its brie 
late last week, the new dismissal mo. 






















tion was filed, setting up six grounds forf@sult. TI 
such action. are gett 

Assistant Attorney General WilsoifMin excha 
said the federal court’s restraining orfMlt requ 
der has been modified to the extent thai these pr 
all necessary matters may be acted upoim the ma: 


except payment of death claims. strategy 


has beet 





Pacific Northwest Change 





A new setup has been perfected in the “The 
directorate of the Pacific Northwest {ers in g 
Life of Great Falls, Mont., a number of suggest: 
Great Falls business men being electei, I present 
including E. B. Coolidge, oil and ga every 2 
operator and head of the state reli MM really t 
commission; Tom Staunton, Montam fi pects it 
capitalist, and Dr. H. J. McGregor, need fo 
chairman state highway commission and M surance 
medical director of the company. Thes, FF tivating 
with F. A. Woehner, wholesale drug than ar 
gist, who is president, and T. C. Bassett I for tux: 
insurance man of long experience, who Presi 
is secretary-treasurer, form the board. the soc 
Mr. Staunton is ~ vice-president, a0 effects 
G. C. Byers assistant secretary. An ex Atter 
pansion plan has been drafted to dF on pro 
velop the state more fully. I riod. 

the no: 
Standard Burial Report | Briarcl 

The Illinois department has made its ond m 
report on the Standard Burial of Chr — 
cago. The department finds that there otel 
are unrecorded disbursements and he J built « 
ordered that all such be immediately p talks, 
put on the records. Furthermore, d: — val’ m 


rectors must be elected in accordant The 


with the charter and by-laws. Evidently & Vice-p 
the records have been rather clumsiy & Secret 
kept and the department orders that mj Were 
the future they be so maintained that 2 # agency 
proper accounting can be made. Ther & 
has been no death claim register. 4 H 
of June 1 it shows assets $1,166, liabil- W 
ties $300. civil 
Form Southern States Life hoe 
A charter has been issued to tht & Benet 
Southern States Life of Norfolk, Va, # BF been 
non-stock corporation which plans © & 70 ye 
operate on the assessment plan. A tel & lunch 
porary license has been issued by the poke 
Virginia department. A regular licens Astar 
will be sought after the organizatio? roll ( 
has been completed. One of the = eral ; 
moters is E. D. Cooper, formerly wi i, 
the Pan-American Life and also_wit! Mr 
the Security Life of Chicago. Officers histo 





are W. B. Baldwin, president; E. 
Herbert, vice-president; W. E. Hick 
man, secretary, all of Norfolk. 
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CONVENTIONS 





Buyers Are Still Reluctant 





President Young of Monarch Life Tells 
How to Meet Problem at 
Regional Meetings 










































The problem of the “reluctant 
pender” was stressed by President C. 
vy. Young of the Monarch Life in his 


lered hidresses at regional meetings of that 

ler of Cefgmeompany: He took an optimistic view 

tigation d f general business conditions, express- 

officers 4 ng the belief that “we shall be able to 

on Lied old most of the recent gains the rest of 

: lodged he year, and even to add something 
a recent ore before its close. 

nittee ; “However,” he added, “we are all 

od to ¢ Weiaced with a problem. The natural re- 

OVE ut of the depression has been the cre- 

htion of an army of reluctant spenders. 

Nearly all of us have had the urge to 

ove buy, but what we did was to go out and 


17, —Thgmmust take a look. And this clutching re- 


epartmenjmgard for money stays with us long after 
h Federdfmthe conditions which inspired it have 
king diffmdisappeared. So whether you sell acci- 
ederal r.fmedent and health or life insurance, auto- 





nobiles or refrigerators, or shoes, every 
salesman faces each day an abnormal 
number of reluctant spenders. 


troit Life 
LINing or. 
Ketcham, 


ourt, anim “The prospects want the comforts, 
cating he[mconveniences, or profits which your par- 
later or.mticular merchandise or plan offers them, 
After thimmbut a definite reluctance holds them 
t, repre—maway from the purchase. They have 
| its brie(f/not yet learned to spend easily. They 
ssal mof/want to weigh and compare and con- 
Dunds fori sult. They want to be sure that they 


are getting the best the market offers 


— Wilsofin exchange for their important dollars. 
ning orM/lt requires little enticement to get 
tent thaf these prospects to listen, but it requires 
ted upofi the maximum of adroitness and sales 
strategy to close them, when the contact 
has been made. 

ige q Challenge to Agents 

-d in the “The interest of these reluctant spend- 
orthwet i ers in getting full value for their money 
mber 1M suggests the proper sales strategy. The 
elected present situation offers a challenge to 
oe: every ambitious agent who is willing 


really to fight for his share of the pros- 


fontar HM pect's income. But it means fight, if the 
Grego need for accident and health and life in- 
— surance is to become a more potent mo- 
‘St tivating force in the prospect’s mind 
z drug- than are his present instinctive ‘wants’ 
Bassett for luxuries and amusements.” 
¥ ver President Young also discussed briefly 
we the social security act and its possible 
yee effects on insurance. 
to dea Attendance at the meetings was based 
/ on production over a six months’ pe- 
'tiod. About 100 representatives from 
| E the northern and eastern states met at 
: Briarcliff Manor, New York. The sec- 
ade its fF ond meeting brought 60 men from the 
f Chi fF central states to the Edgewater Beach 
: there Hotel in Chicago. The programs were 
id has built around demonstrations of selling 
diately # talks, with emphasis on the use of “vis- 


re, di: val” materials. 





rdanct # = The conventions were in charge of 
dently fF Vice-president J. W. Blunt and Agency 
umsily (Secretary A. W. Crowell. Sales sessions 
hat 1 were conducted by F. W. Merritt, 
that 2 J agency supervisor. — 

There & 

ae Honor 70-Year Policyholder 


_W. J. Warren, 93, Evansville, Ind., 

cil war veteran, was honored at 

'e 4 convention there of Louisville and 
wr Beausville representatives of the Mutual 
E Benefit Life. Mr. Warren, who has 

Deen a Mutual Benefit policyholder for 
‘0 years, was the guest of honor at a 
othe tuncheon, J. G. Weill, Owensboro, Ky., 
spoke at the luncheon. G. F. Ream, as- 





ore Bs superintendent of agencies; Car- 
~ »: Otto and H. M. Sollenberger, gen- 
with 7 agents at St. Louis and Springfield, 
with il, respectively, attended the meeting. 
fae a tr. Ream spoke at the banquet on the 
H Story of the company and J. R. Dun- 
Fick: can, department store manager, on “In- 





; ‘urance from the Policyholder’s View- 
; point.” 














Arranges for 1936 Rallies 





Lincoln National Life Announces the 
Plans for Regional Meetings for 
Next Year 





Sites and dates for the 1936 regional 
meetings of the Lincoln National Life 
have been announced by Vice-president 
A. L. Dern. They are: 

Eastern states, Homestead Hotel, Hot 
Springs, Va., June 18-20. 


Central states, Lawsonia Country 
Club Hotel, Green Lake, Wis., June 
24-26. 


Western states, Hotel Del Monte, Del 
Monte, Cal., July 13-15. 

Although the qualifying period for at- 
tendance at the meetings next year 
opened only six months ago and does 
not close until March 31, 1936, many 
representatives have already qualified. 
An increase of more than 142 percent in 
the number this year to date over the 
number who had qualified at the same 
time last year is reported. 


Up-State New York Agents 
of Provident Mutual Meet 








Provident Mutual agents from Albany, 
Buffalo, Olean, Rochester and Syracuse 
attended an up-state New York sales 
conference at Higby’s, Big Moose. W. 
D. Cross of the agency department pre- 
sided the first day and Franklin C. 

forss, manager of agencies, the second 

day. The first session was devoted to 
methods of prospecting and developing 
business, R. W. Tipping, Buffalo man- 
ager, giving a definite prospecting sys- 
tem and Mr. Morss telling of the com- 
pany’s advertising and direct mail pros- 
pecting services. Mr. Morss was toast- 
master at dinner the first evening. 

The second day the subjects were 
salesmanship, selling for old age secur- 
ity, closing, a definite sales plan and 
optional settlements as sales helps, Mr. 
Morss summarizing the conference. J. 
S. Scott, general agent at Rochester; E. 
H. Perkins, general agent, Albany; L. 
A. Beers, Syracuse manager, and C. E. 
Carpenter, general agent at Olean, also 
were on the program. 


Hold Sales Meetings in Texas 


A. R. Perkins, agency director Jeffer- 
son Standard Life, and H. T. Childre, 
superintendent of agencies west of the 
Mississippi, held an agency meeting in 
San Antonio, Tex. Mr. Perkins spoke 
on “Qualifications of a Successful Sales- 
man.” The qualifications he listed were 
attractive personality, courteous bearing, 
a thorough knowledge of the policies pre- 
sented and the needs of the prospect be- 
fore presentation and work. Mr. Childre 
spoke on the “Progress of the Agen- 
cies” and designated the O. P. Schnabel 
agency of San Antonio as the leading 
agency. 

Accompanied by Mr. Schnabel, Messrs. 
Perkins and Childre conducted a series 








of sales meetings at Austin, Corpus 
Christi, Laredo and Del Rio. 
Berkshire Life Cruise 


Nearly 200 members of the Berkshire 
Life’s field force sailed this week for the 
field club convention in Bermuda. The 
home office is represented by President 
F. H. Rhodes, Vice-President H. L. Am- 
ber, Medical Director Frank Harnden 
and Agency Secretary J. S. Winings. 
In the New York City contingent will 
be General Agents S. S. Wolfson, W. 
M. Carroll, Jr., and R. A. Van Alst, Jr. 


Southland Life Convention 


The agency convention of the South- 
land Life will be held Oct. 28-30 in 
Dallas. The guest speakers will include 
R. L. Daniel, chairman of the Texas 
board of commissioners; R. B. Hull, 











AMERICAN 
CENTRAL 
LIFE 


INSURANCE 
COMPANY 


ESTABLISHED 1899 


INDIANAPOLIS, INDIANA 





@ Complete Substandard and automatic Rein- 
surance facilities embrace so wide a field that 
prompt policy issuance—regardiless of size—is 
the rule and not the exception. 











No Mere Coincidence 


"It is surely no mere coincidence," writes a well-known econ- 
omist, “that life insurance is most successful in the coun- 
tries in which there is the greatest speculative activity in 
stocks and shares. Life insurance is a method of SAFE 
saving." 


Like other progressive life companies whose agents are well 
equipped with modern contracts, The Great-West Life has 
found a fertile field in the healthy desire which actuates most 
men in their attempts to build up an estate. The stability of 
life insurance has never been more powerful as a selling 
factor than it is today. 


4¢GREAT-WEST LIFE 


ASSURANCE COMPANY 
HEAD OFFICE...WINNIPEG,CANADA 
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LIFE AND ACCIDENT 
-INSURANCE COMPANY 


CHATTANOOGA, TENNESSEE 
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Robert J. Maclelian 
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W. C. Cartinhour 
Vice-Pres. and Sec. 














MUTUAL TRUST 
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rowmacison = 
eacsipeny Verte 


“as sees oes PAITHPUL 


FULL LEVEL PREMIUM 
THREE PERCENT RESERVES 


PARTICIPATING INSURANCE FOR 
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EN, WOMEN’ AND CHILDREN 


PIONEER IN JUVENILE INSURANCE 
POLICIES "JUST LIKE DAD'S" 


Maine New Jersey Nebraska 

Vermont Ohio North Dakota 

New Hampshire Michigan South Dakota 

Massachusetts Wisconsin California 

Connecticut Minnesota Oregon 

Rhode Island lowa Washington 
Illinois 


MEN WHO BELIEVE THEY HAVE GENERAL AGENCY 
QUALIFICATIONS MAY OBTAIN FULL PARTICULARS 


OPERATES EAST AND WEST 


BY ADDRESSING THE AGENCY DEPARTMENT. 























managing director National Association 
of Life Underwriters; William McCraw, 
attorney-general of Texas, and E. O. 
Thompson, railroad commissioner. 
Company officials who will have places 
on the program will include: H. L. Seay, 
president; C. E. Linz, first vice-presi- 
dent; W. E. Talbot, vice-president and 
agency manager; P. N. Thevenet, vice- 
president and secretary; P. V. Montgom- 
ery, vice-president and actuary, and 
Lorry Jacobs, director of public relations. 





Arnold at Lincoln Meeting 


O. J. Arnold, president Northwestern 
National Life, was principal speaker at 
a joint agency convention at Lincoln 
attended by 55 field men from Nebraska 
and Iowa. Arthur Adams, Lincoln man- 
ager, presided. Business prospects and 
sales methods were discussed. The 
meeting was held in Lincoln so that the 
company might act as host for the 
Minnesota-Nebraska football game. 

Mr. Arnold told the agents the in- 
crease in new business the first three- 
quarters of the year was satisfactory, 
and that the company’s chief problem 
is investment of funds. 





Hold Southeastern Meeting 


ATLANTA, Oct. 17.—With 75 in at- 
tendance, a meeting of the southeastern 
agencies of the Massachusetts Mutual 
Life was held here. Retirement insur- 
ance was especially featured. Harry L. 
Davis, Atlanta general agent, was host. 

Laurence E. Simon, New York City 
general agent and president of the com- 
pany’s General Agents Association; 
Seneca M. Gamble, manager of the di- 





 — 

rect mail division, and A. T. Haley gen 
eral agent at Greensboro, N. Ca 
the principal speakers. Several fk 
men also spoke. 
The general agents attending the con 
vention were Henry White, Knoxville 
G. H. McDonald, Chattanooga; l.¢ 
Montgomery, Mobile; C. - Patter 
Nashville; T. C. Looney, Jr., Memphis: 
E. J. Meyer, Montgomery; Anthoy 
Harty, Savannah, Ga.; F. W. Drake 
Birmingham, and A. T. Haley, Green, 
boro. g 


Hold Rally at Hot Springs 


Agencies of the Equitable Life , 
New York in Little Rock, St. Loy 
Oklahoma City and Memphis hej 
a sales conference Oct. 11-12 at Hy 
Springs, Ark. The meeting was spo. 
sored by General Agents L. G. Mos 
Little Rock; R. Henry Lake, Memphis 
M. G. Nelson, St. Louis, and Home 
Jamison, Oklahoma City. 

Home office’ representatives wer 
W. W. Klingman, vice-president; Gag 
E. Tarbell, senior director; H. J. Ros. 
man, southern department superintend. 
ent; Dr. G. C. Trawick, medical referee: 
W. M. Rothaermel, central departmen 
superintendent; \ Roddey, con. 
mander of the Veteran Legion ani 
group supervisor; J. A. Patton and B. 
J. Blevins. Approximately 200 agents 
attended. 











A. 0. Swink, president of the Atlantic 
Life, and William H. Harrison, vice. 
president and superintendent of agen. 
cies, plan to take a trip through the 
south and southwest before returning 
to the home office from the American 
Life Convention meeting in Chicago. 














As SEEN FROM CHICAGO | 


LARSON NAMED SUPERVISOR 


Paul Larson has been appointed su- 
pervisor by General Agent J. C. Caper- 
ton of the State Mutual Life in Chicago. 
Mr. Larson has been an agent in the of- 
fice since 1930. 

* * 
DUNNE RESTORED TO POWER 


James E. Dunne, publisher of the “In- 
surance Index” of Chicago, who for a 
month was catapulted out of his posi- 
tion as publisher, has now regained the 
presidency of his organization and is re- 
stored as publisher. Mr. Dunne declares 
that he was illegally dethroned. He has 
now gotten all the stock in his own 
name, Mr. Dunne states that the re- 
porting service, “Dunne’s International 
Reports,” is a separate corporation from 
the “Insurance Index” and he has al- 
ways had hold of the reporting end of 
the program. ae 


POTTER RETURNS TO LIFE FIELD 


Willett M. Potter, who has been in 
charge of the forgery bond department 
of the U. S. Guarantee in Chicago for 
the last two years, has gone with 
Stumes & Loeb in that city, general 
agents of the Penn Mutual Life, as 
agency supervisor. He was formerly an 


] agent for Stumes & Loeb for three and 


a half years and therefore is well versed 
in life insurance. He has had an all- 
round experience. He served the Gen- 
eral Indemnity for four years in Chi- 
cago and for some time was connected 
with the O’Brien Insurance Agency in 
that city doing general work. 
* 
JENSEN HEADS UNDERWRITERS 


At the first annual meeting of the 
Chicago Home Office Life Underwriters 
Association, with President Ray Anderf- 
son, Central Life of Illinois, in the 
chair, Dr. R. H. Fisher, Chicago medi- 
cal referee, Northwestern National Life, 
talked on “Blood Pressure as an Under- 
writing Problem.” By the use of charts 
and diagrams he outlined causes of high 
blood pressure and its probable effects in 
underwriting risks showing even slightly 
elevated blood presure. H. Jensen, man- 
ager policy department Federal Life, 








was elected president; G. P. Kendall 
manager ordinary underwriting depart 
ment Washington National, secretary: 
treasurer, and C. E. Menor, chief under 
writer Mutual Trust Life, was named 
chairman membership committee. Two 
new members were elected. Dr. M.H. 
Cronenberg will speak at the November 
gathering on “Occupational Diseases 
and Underwriting Problems.” W. J. 
Isaac, “Insurance Index,” is retiring 
secretary-treasurer. 


* *K 


DAVIS MANUAL ON SALE 

The Davis Life Insurance Manual, 
1935-36 election, containing a review of 44 
legal reserve life companies, has just 
been published by and may be pur 
chased from the H. A. Davis Company, 
First National Bank building, Chicago, 
at $15 a copy. A foreword explains that 
the 44 companies reviewed were fe- 
quired to have been operating on a legal 
reserve basis continuously and under the 
same form of management for mort 
than 15 years, and to have had more 
than $100,000,000 of life insurance in 
force on Dec. 31 last. 

There were excluded companies, the 
stock of which is controlled by another 
life insurance company and which did 
not qualify under the continuity of mat- 
agement standard established by Mr. 
Davis. Also companies “which had 3 
disproportionately small surplus or ff 
serve for contingencies, after following 
the usual practice of seting up a ful 
year’s dividends for 1935 as a liability 
Dec. 31, 1934.” 

In the foreword Mr. Davis states that 
in including a company in the book he 
took into consideration financial post 
tion, effectiveness of operation and abil 
ity to meet cash demands. His figures 
were secured from annual statements 
The book shows the history of eat! 
company, the special points of interest 
the last annual statement in full, pre 
mium income, a 10-year record of a 
sets and insurance in force shown ™ 
chart form, and another chart giving a! 
analysis of the policyholder’s dollar. 
The book includes tables of various et 
ments of the company’s managemett 
and experience. In arriving at various 
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Ladards, Mr. Davis took the state- 
ents of the 10 largest life companies 
3 guide. , ; 

ne book contains no ratings or rec- 
mendations, its purpose being to ex- 
rit the most complete information 









possible regarding the companies treat- 
ed. The full list of each company’s di- 
rectors is shown in addition to the offi- 
cers. There is a complete policy analy- 
sis of each company setting forth the 
terms of the contracts issued. 
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NEWS ABOUT LIFE POLICIES 









Policy Literature, Rate Boo! 
Digest” and ‘‘Little Gem,” Publis! 
PRICE, $5.00 and $2.00 respectively. 


ks, etc. 








New Policies, Premium Rates, Dividends, Surrender Values, and all Changes in 
Supplementing the ‘Unique Manuale 
ished Annually in May and March respectively. 


































é at Holliome Instructions Are Given 
vaS Spon. 
cenel ww York Life Announces Provisions 


and Limits on Single Premium 
Insurance and Annuities 


1 Home 


CS were 
Nt; Gage 
J. Ross. 
erintend. 
| referee: 





The New York Life announces new 
rovisions and limits applying to single 
emium insurance and annuities. It 


ays: A 
“Single premium endowments of any 


st se ype will not be issued for a shorter 
and riod than 15 years. The maximum 
) agents meseresate face amount of single pre- 
mium insurance issued on one life can- 
ot exceed $100,000. The maximum ag- 
Atlantic mmpregate consideration for single premium 
n, vice. qpnnuities issued on one life cannot ex- 
f agen. mceed $100,000. Moreover, the maximum 
ugh the MMegeregate total of life insurance single 
tert. premiums and annuity considerations 
ae annot exceed $100,000. Thus if an ap- 
P pliant now applies for, or has in force 
wae (U0 his life, insurance with a single 
————— premium of $30,000 the company would 
mot accept from him more than $70,000 
) edditional as consideration under a 
single premium annuity. 
endall Will Apply in Aggregate 
depart “The above limits will be applicable 
retary: [to the aggregate amount of such con- 
under. tracts and not merely to the amount 
named @obtainable in a calendar year as hereto- 
. Two Mfore—but policies more than five years 
M. H. i force will not be counted in the ag- 
rember Mestegate. Thus in the aggregate there 


iseases J must be included all single premium life 
W. J]. msurance or annuities issued within five 


etiring fe years prior to the new application and 
no additions will be considered until 
further notice. 
“All single premium insurance and 
annuity policies purchased by the same 
anual, Person, irrespective of the number of 
of 4 fm lives involved, will be included in the 
; just Me a8sregate. Thus if a father applies for 
pur- fe Single premium insurance or annuities 
pany, "Pon his life and upon other members 
cago, Of his family, all such policies will be 
; that fF COMsidered as one transaction coming 
» re fF Within the limits applying to a single 
legal & person, 
r the Accum 
ane ulative Retirement Annuities 
mort “Accumulative retirement annuities 
e in JF Will be taken at the maximum amount 
» which could be issued, in determining 
the F the foregoing limits. For example, an 
ther accumulative retirement annuity taken in 
did JF 1933 or 1934 upon which $5,000 had been 
nat- fF Paid would count for its maximum of 
Mr. fF $50,000, or if issued in 1935 for its maxi- 
da — ™um of $25,000. Settlement options will 


re- * be granted as applying to cash sur- 
render values under single premium in- 
surance policies and retirement annui- 





ity ties, 

Settlement options, special agree- 
hat JB ™Ments or trust certificates will not be 
he Stanted if the beneficiary is a corpora- 
)si- tion or the policy is assigned. No ex- 
pil- ceptions can be made to these rules and 
res "¢ company reserves its rights to exer- 
its cise its discretion and issue smaller 
ch aaowets than those stated above if it is 
st, oe Reigns and to charge an ex- 
ree ingle premium to substandard risks 
- me premium policies.” 
in oi he following notice regarding settle- 
an ; nt of maturing policies was sent out 
rf. © cashiers: 

e- It 1S Our practice to allow the com- 
nt pe S agents to assist in the settlement 





: death claims and maturing endow- 
lents and to 





deliver to them the com- 








pany’s cheque in settlement of such poli- 
cies. We do not wish to change this 
practice. In turning over any such set- 
tlement to an agent you must observe 
and comply with the following instruc- 
tions: 

“We have found that some agents 
have been advising beneficiaries—in 
many cases women who know little 
about business—to take the proceeds of 
a death claim and purchase an annuity 
despite the fact that the beneficiary 
would be much better off to avail her- 
self of one of the annuity optional set- 
tlements guaranteed by the policy. 

“The superintendent of insurance of 
New York has advised all life compa- 
nies, doing business in this state, that it 
is oftentimes in the interest of the bene- 
ficiary, who desires to secure an income 
rather than to receive the proceeds of 
the maturing policy in a single cash pay- 
ment, to apply the proceeds of the ma- 
turing policy under one of the instal- 
ment options contained in the policy to 
purchase an annuity or income at the 
rate provided in the table of instalment 
benefits included in the maturing policy. 
Where the beneficiary has acquired such 
right the superintendent of insurance 
points out that before any annuity pol- 
icy shall be issued, the beneficiary be 
fully advised of the optional method of 
settlement available. 

“In the future the company will refuse 
to issue an annuity contract on the life 
of a beneficiary under a maturing policy 
where it would be advantageous to the 
beneficiary to apply the proceeds of the 
maturing policy to purchase a life in- 
come under Option 3, unless the appli- 
cation for the annuity is accompanied 
by a letter over the signature of the ap- 
plicant setting forth satisfactory reasons 
why a new annuity contract is desired.” 





American Life & Accident 


The American Life & Accident of Mis- 
souri has authorized its agents to write 
waiver disability on all juvenile monthly 
premium policies, providing that in the 
event of death or disability of the bene- 
ficiary and premium payer, the policy be- 
comes fully paid-up until the insured at- 
tains age 21. If the policy is a 10 or 
20 payment life and the date to become 
paid-up is prior to the 21st birthday of 
the insured, no premium would be re- 
quired from the insured. But, if the 
policy should be an endowment 85 and 
the beneficiary should become disabled 
or die when the insured is two years old, 
the premiums would be paid by the com- 
pany until the applicant attains the age 
of 21. 





Amicable Life 


The Amicable Life of Waco, Tex., has 
issued a schedule of new and lower rates 
for its ordinary life select risk and 20 
payment life select risk policies. 

At age 20 the new rate for the ordi- 
nary life select risk is $13.48; age 25, 
$15.10; 30, $17.19; 35, $19.91; 40, $23.50; 45, 
$28.35; 50, $35.79; 55, $45.78; 60, $59.22. 

For the 20-pay select risk, age 20, the 
new rate is $20.72; age 25, $22.53; age 30, 
$24.71; 35, $27.40; 40, $30.75; 45, $35.72; 
50, $42.45; 55, $51.23; 60, $63.14. 





Union Central Correction 

A statement a short time ago that the 
Union Central was issuing a single pre- 
mium deferred annuity contract selling 
for $1,067 per unit which pays 3 percent 
guaranteed interest plus surplus interest 
and has a cash value of $1,000 per unit 
in the first year was incorrect. The 
Union Central does not, and had not 
issued this contract. 















LIFE AGENCY CHANGES 


— 





Luin Home Office General 
Agent of Yeomen Mutual 





_Preston H. Luin, until recently as- 
sistant manager of the Des Moines 
agency of the Yeomen Mutual Life, has 
been awarded the Des Moines general 
agency, succeeding Arthur J. Johnson. 

Mr. Luin has been in the business in 
Des Moines since 1922, when after two 
years as an agent he became special rep- 
resentative for the home office of the 
Merchants Life. He was later affili- 
ated with the Lincoln National, and then 
returned to Des Moines to become gen- 
eral agent for the North American Life 
He has been with the Yeomen Mutual 
for three years. 


Johnson Agency Changes 


Several changes are announced in the 
Holgar J. Johnson general agency of the 
Penn Mutual Life in Pittsburgh. W. A. 
Arnold, II, becomes manager of train- 
ing and W. J. Wright becomes unit 
supervisor. Mr. Arnold has been con- 
nected with the agency for seven years, 








and has been unit supervisor two years. 
He will now be responsible for recruit- 
ing and training in the western Penn- 
sylvania division. Mr. Wright has also 
been with the agency seven years. 

D. H. McQuiston becomes branch 
manager at Erie, Pa., succeeding D. M. 
Conway, who is made manager of the 
estate conservation and tax division of 
the agency. Mr. McQuiston has been 
connected with the agency two and a 
half years. 


Joins Columbus, O., Agency 

Colby W. Young, formerly of the Chi- 
cago office of the Aetna Life, has be- 
come manager of the group life and 
group disability department of the Co- 
lumbus, O., agency of the Midland Mu- 
tual, of which E. C. Deckard is man- 
ager. Ross W. Deckard has been made 
supervisor in the agency. 


Moulton Goes to Texas 


Harper Moulton, former millionaire 
producer in Chicago for the Provident 
Mutual and former Kansas City general 
agent of that company, who has been 
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in personal production at Chicago for 
three years, is now associated with A. C. 
(“Tex”) Bayless, general agent of the 
Southland Life in Houston. Mr. Moul- 
ton is devoting part of his time to per- 
sonal production there and part to su- 
pervising and training agents. 


Huff Expands Organization 
Perez Huff, resident vice-president 
Bankers National Life, has appointed W. 
B. Lassiter district manager in Seattle. 
He was formerly with the Metropolitan 
Life. H. F. Ahlswede is made special rep- 
resentative at Long Beach, Cal., and C. 





G. Bandy special representative in Los 
Angeles, where Mr. Huff has headquar- 
ters. 





Stone Oklahoma Manager 
The Midwest Life of Nebraska has 
appointed R. J. Stone of Tulsa as state 
manager for Oklahoma. 


R. C. Mix Goes to Virginia 
Robert C. Mix, who has been agency 
superintendent at the head office of the 
State Mutual Life, has been assigned to 


Richmond, Va., to enlarge the agency 
plant of the company in the state. Her- 





September business 


doubled 


that of 


September a year 
ago. Month after 
month, representatives 


of Bankers Life In- 


surance Company of 


Nebraska 


enjoy in- 


creased income. : : 
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YOURS TO ENJOY 


HAT is the title of a de luxe brochure around 

which Fidelity has built a direct mail work 
plan with which to supplement its successful lead 
These two workable tools offer an organ- 
ized plan of work which is unusually resultful. 


A Life Income for You 
That is the selling theme around which the work plan is 
It is a theme which induces a cordial reception, a 
and substantial business. 
addition to its Income for Life plan, Family Income, Family 
Maintenance and an Adjustment plan—all peculiarly suited 


IDELITY MUTUAL LIFE 
INSURANCE COMPANY 
PHILADELPHIA 


WALTER LEMAR TALBOT, President 


Fidelity offers, in 




















bert Hill of Richmond is general agent 
for Virginia. 





Opens Columbus Office 


The United of Chicago has opened 
office in the Standard building, Colum- 
bus. U. E. G. Ellefson, who has offices 
in Toledo, is district manager. He ex- 
pects to increase his staff in Columbus 
to 15 agents. ’ 





Named Kankakee General Agent 


R. P. Des Lauriers has been appointed 
general agent in Kankakee, IIl., for the 
General American Life. He was for- 
merly district manager at South Bend, 
Ind., for an eastern investment com- 


pany. 





Borsky with Lincoln National 


The Lincoln National Life has ap- 
pointed Paul Borsky, who has just fin- 
ished 14 years of service with Franklin 








_ 





Life as general agent, as special repre 
sentative in its Omaha agency. He hy, 
a record of having written two applica. 
tions a week for 13 years. 
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Life Agency Notes 

















. H. Aldrich has become manag ; 

of the life, health and accident iy gmAustin 
ance department of the Mytinger-Ranjg 
Agency, Wichita Falls, Tex. © has ble L 
been connected with the United Figg), gmNot@ 
Life for several years. a. for Sal 

J. H. Gray, agency supervisor in th 7 
H. D. Leslie agency of the Northwester, 
National Life in Los Angeles for th 
past year, has resigned to accept a sinj. AUSTI! 
lar position with the A. E. Payty yrogram h 


agency of the New England Mutual Lit 
there. 

A new organization to be known gy 
Richard A. Harrison & Associates has 
been organized at Sacramento, Cal. \r 
Harrison for the past three years ha 
represented the John Hancock Mutnaj 
Life under the general agency of K,|, 
Brackett of San Francisco and was th 
leading personal producer of that agency 
last year. 
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Prudential Promotes Wurfel 





Will Have Charge of the Mortgage 
Loan Activities in Succession 


to A. M. Woodruff 





NEWARK, Oct. 17.—The Prudential 
anounces the election of Lester E. Wur- 
fel as vice-president, to succeed A. M. 
Wooduff, recently retired. He will be 
in charge of the mortgage loan activities 
of the Prudential. 

Mr. Wurfel has been with the Pruden- 
tial since November, 1906, when he was 
enrolled as a clerk in the actuarial depart- 
ment. 

He served as a clerk until 1916 in both 
the actuarial and policy departments, in 
the meantime having atended New Jer- 
sey Law School after working hours and 
acquiring his degree. During the latter 
years of his activity in the policy depart- 
ment he was the attorney in charge of 
assignments. 

In 1916 he was transferred to the law 
department as a member of the legal 
staff, later serving two years as super- 
visor in the mortgage department. He 
was assistant secretary for five years and 
served as second vice-president during 
the past five years. 

He acquired his early desire for the 
law through six years of clerkship, be- 
fore entering the Prudential’s employ, 
in the office of N. C. J. English, then 
prosecutor of Union county. 


F. E. Agnew Advanced 


F. E. Agnew, Jr., assistant treasurer 
of the General American Life, has been 
named an assistant vice-president. He 
went to St. Louis from New York in 
1933, when W. W. Head became presi- 
dent of the General American. Since 
that time he has been in the investment 
department. He had been associated 
with Mr. Head previously in New York, 
prior to which he was with the Con- 


} tinental Illinois National Bank in Chi- 


cago. He is a graduate of Knox Col- 
lege, Galesburg, III. 





Trentman Receives Promotion 


W. H. Trentman, agency field direc- 
tor of the Occidental Life of Raleigh, 
N. C., for the past five years, takes 
charge of the agency department as di- 
rector of agencies. He left his position 
as state club leader with the New Mex- 
ico A. & M. College to enter the busi- 
ness in 1922 as an agent of the Pacific 
Mutual. He went with the Occidental 
in 1926, and after field experience was 
appointed manager of the branch office 
in Charleston, W. Va., in 1927. In 1928 
he was made supervisor of the western 
North Carolina agency with headquar- 
ters at Charlotte. In 1930 he was taken 
to the home office and traveled over all 
states in which the company operates. 

Mr. Trentman succeeds Price R. 
Cross, director of agencies for the past 
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five years, who has resigned, to become 
editor of the “Dixie Underwriter.” 


Brainard, Westbrook in Texas 

M. B. Brainard, president Aetna Life, 
and S. F. Westbrook, vice-president in 
charge of the mortgage loan department, 





Brailey 


were the guests of Elmer Abbey, San As 
Antonio general agent, and went from s 
there with Ed Tarrant of E. B. Chant. 

ler & Co., loan representative in tha RB) E. W. 
section, to Port Aransas on a pleasure Magent Ne 
trip. former p 


Mr. Westbrook spoke at a luncheon 
of the Dallas Junior Chamber of Com 
merce on “Community Service.” 


INDUSTRIAL 


Hauk Goes to Cincinnati 
H. Glen Hauk, formerly assistant st- 
perintendent of the Prudentia! in the 
Richmond, Ind., district, has been mate 
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superintendent of Cincinnati No. 3. He sing 
started with the Prudential as an agett sak Pe 
in Richmond and later was made assist oll e 
ant superintendent at Newcastle, Ind § "To - 
Dies Following Luncheon ean 

Daniel J. Murphy, district managet Bthis fello 
for the John Hancock Mutual at Wet Bowith a 
Warwick, R. I., died suddenly following B¥adopted 


a luncheon attended by leading repre Bebe repai 
sentatives of the southern New England 
John Hancock districts. 

Since 1913 he had been with the John 
Hancock, beginning at Pittsfield, Mass 
Three years later he became an assist 
ant manager and in 1927 was appointed 
district manager at North Adams, Mas. 
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In 1931, he took over the management on 

of West Warwick. spol 
’ tion 

O’Rourke Is Dead pone 

William T. O’Rourke, Prudential st’ | oof th 

perintendent in Chicago, is dead. He JR} and 1 
was a veteran of many years and — Ice, 

unusually well known for his clever Year 

sales contests. Erne 

’ the | 

Walker With Franklin National elect 

The Franklin National Life of Green on 
ville, S. C., announces the appointmel fairs 


of J. M. Walker as superintendent 7 | 
the Columbia, S. C., district. Mr. Wa: & M 












ker was president of the Palmetto Stat tin 
from its organization until a few weeks pie 
ago. meee 
“The company, which was organized ™ on 
March of this year, has opened 1 serv 
tricts in South Carolina as follows: , the 
Greenville, C. N. Mobley, super 1919 
tendent; Anderson, W. E. 5ape the 
Greenwood, R. L. Scurry; Spartanbuts aro 
T. D. Jones; Rock Hill, J. C. Higa 270 
Columbia. J. M. Walker; Sumter, Me anc 
Amick; Florence, C. J. Kennedy: : mile 
angebure. G. H. Hughes; Charlest 


O. C. Kilpatrick. 
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for Sales Congress to Be Held in 
or in the Texas Capital Nov. 1 
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AUSTIN, TEX., Oct. 17—A strong 


taf program has been prepared for the sales 
*Biongress to be held at Austin, November 
en i under the auspices of the Austin Asso- 
ietacal iation of Life Underwriters. Speakers 
Cal, Me nclude: L. R. Stevens, superintendent of 
‘ears hafqmegencies, Volunteer State Life, Dallas; 
< MutugjfqSam R. Hay, Jr., agency secretary Great 
of K.. [Southern Life; O. Sam Cummings, 
was the M™epallas, Texas state manager Kansas City 
Lt agency MMT ife; R. B. Hull, managing director Na- 
tional association; R. L. Daniel, life in- 
mums  strance commissioner; G. A. Helland, 
——— 9S.n Antonio general agent Connecticut 
Mutual Life; Arthur Coburn, vice-presi- 
dent Southwestern Life, and H. K. Cas- 
idy, Houston general agent Pacific Mu- 
~~ Bitual Life. B. T. Cantrell, Great Southern 
 becomeMmeLife, is chairman of the program com- 
ter,” nittee. 
A report on the Des Moines conven- 
Texas ion by Mr. ‘Cantrell featured the Octo- 
a ber meeting. 
na Life ae 


ident in , 
artment, [eBrailey Stresses Value of 
ey, f ° e 
‘ie. Asscciation to Its Members 
Chand. 
in tha E. W. Brailey, Cleveland general 
pleasure jagent New England Mutual Life and 
Mormer president of the Cleveland Life 
incheon Underwriters Association, spoke on 
f Come The Value of Being Organized,” at the 
msales congress conducted by the Cleve- 
memes Bland Accident & Health Association. 
[His suggestions were based largely on 
y* i is own experience with the life under- 
writers association. He emphasized the 
; power of an association with a strong, 
ti pile, numerically large membership in 
‘helping to correct unethical practices 
rin the field and exerting a strong in- 





ant su 


in the : : : : : 

a “fluence against ill-advised legislation. 
3 He ge also emphasized the educational and 
1 agent je muoney value of meetings such as this 


aasil ‘sales congress, which could be con- 
Ind. ducted only by a ‘strong organization. 
“To secure the benefits of this pro- 
gram would be beyond the reach of the 
indvidual except by cooperating with 
anaget Behis fellows,” he said. “If only one idea 
Wet Bewith a cash value is obtained and 
lowing B adopted in an entire year, the agent will 















eran life agent of Fortville, Ind., 
Spoke to the Indianapolis Associa- 
| tion of Life Underwriters this 
sa week, Mr. Jay is district agent 

i of the John Hancock Mutual Life 
ia and has a record of 36 years serv- 
Jory ice. He discussed “Three Dozen 
, Years as a Life Underwriter.” 
Ernest A. Crane, past-president of 
the local association and recently 


repre Bebe repaid a hundredfold for his small 
igland { 

» John 

Mass Veteran Agent Features 
assist: Re ° ° ° 
ss; [| Program in Indianapolis 
Mass. 

ement fi) John W. Jay, 81-year-old vet- 
























al elected a trustee of the National 
reet Association of Life Underwriters, 
ment discussed National association af- 
it ol ; airs, 
Wal- . Mr. Jay began his career in life 
State Insurance at the age of 45, having 
ecks been a teacher and superintendent 
of schools in Hancock county. He 
din was an outstanding writer of life 
dis surance for many years, and 
ae aS agency supervisor for 
rit = John Hancock from 1913 to 
pes: “ag In a typical year, before 
urs the automobile _ era, working 
ins; around Fortville, Mr. Jay insured 
i 270 lives for $326,000 of life insur- 
ir 


ance protection 
line , and walked 1,400 


investment in the dues incident to mem- 
bership. 

“If two friends each possessed of a 
dollar meet on a street corner and ex- 
change dollars, neither one of them is 
any richer for the experience. But if 
two accident and health producers, each 
possessed of a proven business getting 
idea, meet on the street corner or at this 
sales congress and exchange these ideas, 
each is twice as rich in sales ideas for 
having exchanged with his fellow. Many 
a commission check has found its way 
to my bank account because I have 
used sales ideas adaptable to my per- 
sonal use, secured on just such an oc- 
casion as this sales congress.” 

He also spoke of the value of the so- 
cial contact obtained in such an asso- 
ciation and the advantage of knowing 
one’s fellows in business rather well. 
He said that it inspires increased respect 
for and confidence in the business and 
also makes a better impression on the 
prospect to be able to refer to one’s 
competitors, socalled, as fine, upstanding 
agents known by personal contact as 
square shooters and worthy of any pros- 


pect’s confidence. 
ee * 


Hull on Speaking Tour 


R. B. Hull, managing director Na- 
tional Association of Life Underwriters, 
is starting a speaking itinerary through 
the southwestern states. He will ad- 
dress the agents convention of the 
Southland Life at Dallas, Oct. 28, and 
the sales congress of the Austin, Tex., 
association Nov. 1. He will also address 
the Muskogee, Okla., association No- 
vember 2. At all three meetings he will 
repeat the address he gave at the Des 
Moines convention. 

*x* * x 

Davenport, Ia.—C. A. Kutler, National 
Life of Vermont, led a discussion on 
“Making Use of the Federal Estate 
Taxes to Write Life Insurance,” and C. C. 
Minard, Prudential, directed a discussion 
on “Making Use of the Gift Tax to Write 
Life Insurance.” The November meeting 
will be held Nov. 8. 

* * x 

New York City—Capt. Tim Healy, well 
known radio speaker, urged the advisa- 
bility of educating children of school and 
high school age on the merits and uses 
of life insurance. Captain Healy, whose 
radio program is directed mainly to 
young people, pointed out that boys and 
girls are eager for information and 
quick to understand. The life insurance 
business could well afford to gain the 
interest and good will of this group of 
future buyers, he declared. 

At its regular monthly meeting the 
New York association unanimously 
passed a resolution pledging the sup- 
port of its members to a program of 
public information about life insurance 
to be undertaken by the New York as- 
sociation in cooperation with the Na- 
tional association. 

Newspaper advertising and news in- 
formation are to be employed in telling 
the story of life insurance as the finan- 
cial institution most deeply imbedded in 
the social and economic life of the na- 
tion. 

ee 

Pittsburgh.—The Pittsburgh associa- 
tion heard a discussion of the social se- 
curity act at the first of its five fall 
business-getter sales clinics. What the 
act means to the insurance business and 
to the agent in the field was treated 
by S. B. Crocker, manager group depart- 
ment Aetna Life, Pittsburgh. He said 
the facts brought out by the act are of 
great interest to everyone making his 
living in life insurance. The feature of 
contributory old age pensions, he said, 
is of greatest importance to insurance 
men, 

* *K x 
Oklahoma.—At the first fall meeting 
of the Oklahoma association C. C. Day, 
general agent Pacific Mutual, cited the 
administration of Past President Riehle 
as outstanding in the history of the Na- 
tional association, due to strides made 
in eliminating part-time agents. This 
movement, he believes, will be a major 
factor in establishing life agents in pro- 
fessional status. “I believe from now 
on agents will find it more difficult to 





“The Ultimate Consumers” 





An authority on insurance selling has 


said that most life insurance salesmen 
forget women, the ultimate consumers of 


life insurance. 


Emphasis today is put not on insurance 


but on what it does. 


Some dwell on what it does for the 


policyholder, some on what it does for his 
family... State Mutual offers one contract 
which covers both contingencies and sim- 
plifies the selling job. 





STATE MUTUAL LIFE 


ASSURANCE COMPANY 


WORCESTER - - - MASSACHUSETTS 


Over 90 Years a Synonym for Security 
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y “As a Man Thinketh, 
So Is He” 


No other business generates the 
justifiable pride possessed by 
life insurance salesmen who 
grasp the intrinsic humaneness 
of the services which they ren- 
der. There is an altruism about 
life insurance selling which ap- 
peals to our sense of service. 

General American Life men 
and women are proud of their 
calling. 
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Ben Hur 








the Home Office. 


John C. Snyder, 
President 
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Fourteen years ago the Ben Hur Life Association, in line 
with its consistent policy of prompt settlement of claims, 
patented the above type of check as an integral part of 
every Ben Hur adult contract. It is for one-tenth of the 
face amount of the policy and, when necessary, can be 
cashed at local banks IMMEDIATELY after the death of 
the policy holder. Furthermore, red tape has been elimi- 
nated and the sun never sets on an unpaid just claim at 


BEN HUR LIFE ASSOCIATION 


Founded: 1894 
Home Office: Crawfordsville, Indiana 


Edwin M. Mason, 
Secretary 














AID ASSOCIATION FOR LUTHERANS 


APPLETON, WISCONSIN 
The largest legal reserve fraternal life insurance society for 
Lutherans in the United States and Canada, and operating 
strictly within the various Synods of the Synodical Conference. 
Insurance in force...................... $152,016,926.70 


Assets, July 1, 1935..... 





Our Own Home Office Building 


crstaetsssep Over $17,000,000 


BENEFITS PAID SINCE ORGAN- 
IZATION IN 1902 


Death Bepeht: ...5<shoen0n $4,385,569.86 
ick Heneht ....... esses 1,331,692.47 
Total Permanent 
Disability Benefit ......... 56,435.00 
Old Age Benefit........... 42,367.92 
Gaen Surrender ......<.+. 3,391,577.67 
BINS os i50 66 os eee 5,066,633.12 
BOY i os ieis schon cs ee $14,274,276.04 


Thirty-Three Years (1902-1935) of Real Fraternal Service 


Alex. O. Benz, President 
Wm. F. Kelm, Vice-President 


Wm. H. Zuehlke, Treasurer 
Albert Voecks, Secretary 














Aggressive and Progressive 


Our record speaks for itself. 
Splendid territory still available. 


LUTHERAN BROTHERHOOD 


HERMAN L. £KERN, Pres. 


608 Second Ave. S. 


Minneapolis, Minn. 

















TAKE BOT 


The National Underwriter 
well as the 
SEN 


Life men who write automobile or fire 
insurance, as well as life, should read 


(Fire, Automobile and Casualty section, $4 a year), as 
Life Insurance Edition. B iption, $5.50 a year. 
D ORDER NOW TO ae RUSE eiescription, $5.50 a year. 
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NEWS OF THE FRATERNALS 





New Mexico Suits Are Filed 


Tax Action Taken Against Several 
Fraternal Societies by State 
Authorities 








Another state, New Mexico, in addition 
to Oklahoma and Arkansas is going after 
fraternal societies for premium taxes and 
license fees retroactively for many years. 
Several petitions have been filed in New 
Mexico against various societies by In- 
surance Superintendent George A. Biel, 
and C. R. McIntosh, special assistant at- 
torney general, demanding substantial 
sums. Many societies operating in the 
state have received notices that unless 
they pay the amounts demanded within 
a month after receiving notice a penalty 
of $500 a month will be assessed. 

A demand for $3,506 was made against 
the Women’s Catholic Order of Forest- 
ers of Chicago and the Woodmen of the 
World of Omaha also was sued. The 
petitions ask judgment on amounts 
claimed due since 1914. 

All of the actions in the three states 
have been based on the claims that fra- 
ternals had extended their operations on 
a basis comparable with the old line legal 
reserve or so-called “commercial” com- 
panies, taking them out of the class of 
charitable institutions eligible to tax ex- 
emption. A number of suits in the other 
states have been successful, several large 
judgments being rendered. 

Urge Return to Old Form 


Expansion of the tax collection effort 
in the state in which it started—Okla- 
homa—is believed due to the activities 
of a legal firm which developed a method 
of attack. A considerable number of 
fraternal leaders are giving serious 
thought to. the question whether, in in- 
creasing the number and benefits of their 
certificates in line with old line practices, 
the societies have not lost the privileged 
position which they occupied for many 
years and exposed a point of great val- 
nerability. Some chief executives are 
convinced that the fraternals have left 
their proper field of operation and should 
return to it by strictly limiting the certi- 
ficates issued to the pure protection form. 
The New Mexico suits were filed in 
face of the uniform fraternal act which 
specifies that fraternal insurance societies 
are charitable institutions and exempt 
them from all taxes and licenses. 


Protected House: Circle in 
Some Head Office Changes 


Harry G. Moore was appointed treas- 
urer in the head office of the Protected 
Home Circle, and also director, succeed- 
ing the late F. B. Gilbert. Mr. Moore 
had been assistant secretary since Sep- 
tember, 1933, and has had a responsible 





He had much experience in banking and 
as a national bank examiner for the 4th 
.Federal Reserve district, entering the 
Protected Home Circle’s auditing de- 
partment in 1926. Joseph Spencer, who 
has been auditor since January, 1931, 
was elected assistant secretary in place 
of Mr. Moore. He became traveling 
auditor for the Protected Home Circle 
in 1926. 

To fill the office held by Mr. Gilbert 
as chairman of the law committee, 

R. Cubbon of Cleveland, a director, was 
appointed to the office. To succeed Mr. 
Moore as chairman of the mileage and 
per diem committee, Joseph Nelson, sta- 
tistical department, was appointed. 


Treasurer Gilbert Dies 


Frank B. Gilbert, treasurer of the 
Protected Home Circle, Sharon, Pa., 
since 1926 and former mayor of that city, 
died after a long illness at the age of 66. 
He had lived in Sharon over 45 years, 








practicing law. He became supreme 


part in management of financial affairs. |’ 


en 


Tells Benefits of 3%, Basi, 


Williams Addresses Aid Association for 
Lutherans’ Convention—Commi;. 
i Mort Speaks 











Advantages of 3 percent reserve pac. 
under which the Aid Associate 
Lutherans will operate after Jan, 1 were 
discussed by N. J. Williams, Neenah 
vice-president Equitable Reserve Asso¢, 
ation, before the sales conference ¢ 
general and full time agents of the 4i 
Association in Appleton, Wis, The 
three-day conference was attended }y 
some 200 agents from 41 states an 
Canada. The Aid Association is taking 
the lead in getting on a sounder basis 
even though it will require a slightly 
higher policy cost, Mr. Williams con. 
mented. There will be more loan yaly 
and larger dividends possible under the 
new system which, he said, the Equit- 
able Reserve is planning to adopt soon, 


President Benz Talks 


_A. O. Benz, president Aid Associa 
tion, discussed “Qualities Necessary {or 
Successful Underwriting;” G. D. Zieg- 
ler, chairman of the board, made the 
address of welcome, and J. D. Reeder 
actuary, led a discussion on new policies 
Commissioner H: J. Mortensen oj 
Wisconsin was a speaker, saying life 
insurance is the greatest business in The 
country and holds strategic position be. 
cause it is in good condition and in favor 
with the public. It has withstood de 
pression better than any other busines 
and as a result the field of prospect 
has been enlarged and agents will mee 
with better response in the future. 
He cautioned against misrepresenting 
policies and overloading the. buyer, « 
this leads to dissatisfaction and lapse 
To be a good life insurance agent, Cor: 
missioner Mortensen said, it is necessary 
to have a definite selling program ant 
prospect list to carry it out. 





Nebraska Congress to Hear 
Commissioner Smrha Speak 





OMAHA, Oct. 17.—Nebraska repre: 
sentatives of 12 fraternal societies wil 
convene here Oct. 22 for the annual s¢s- 
sion of the Nebraska Fraternal Congres. 
C. L. Biggs, recorder, Maccabees, De. 
troit, is scheduled to give the principal 
address. Ira L. Mitchell, Maccabees a 
Omaha, is president, and Mrs. Ida 3 
Kennedy, Woodmen Circle,  Lincols, 
secretary-treasurer. 

Other convention speakers will be: De 
E. Bradshaw, president W. O. W, 
Omaha; Mrs. Dora A. Talley, president 
Woodmen Circle; Charles Smrha, Ne 
braska insurance commissioner; Mayot 
Roy Towl, Omaha, and P. F. Gilroy, 
Denver, president National Fraternal 
Congress and head W. O. W.., Denver. 


Society Seeks Injunction 
Against Iowa Commissionet 





_Suit for injunction against Commis 
sioner Ray Murphy of Iowa, from a& 
suming jurisdiction over the Fraterné 
Aid Association, on the ground it is n0! 
an insurance organization, was filed 1 
Polk county district court, Des Moines 
by counsel for the association. The com 
plaint stated the association is orgat- 
ized and operated for sole benefit 
members, and ‘as a fraternal order with 
ritual. It desires to be free of submit 
ting by-laws and articles of incorpoté 
tion to the insurance department, and 
from interference in its business. 





Taylor Appointed Actuary 


H. R. Taylor of Cedar Rapids, Ia., ha 
been appointed actuary of the Moder 
Woodmen. W. N. Phillips, former a 





guide of the society in 1905. 


(CONTINUED ON LAST PAGE) 
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ALES IDEAS AND SUGGESTIONS 











Plain, Direct Talk Important 
Factor in Closing Cases 





It is sometimes necessary to compro- 
mise with the prospect as to the amount 
of the policy in order to close the case, 
T. F. O’Keefe, general agent Connecti- 
cut General, told 70 members of the 
Qualified Life Underwriters of Detroit 
at the third of a series of fall sales 
clinics. This clinic was devoted to 
“Closing Cases.” A. J. Hanson, agency 
organizer New York Life, presided. 

Often the underwriter can appeal to 
the prospect's pride in the closing with 
good effect, Mr. O’Keefe said. The 
prospect may have plenty of property 
and may balk at the close because he 
feels he does not need to carry insur- 
ance to provide for himself and his fam- 
ily. In such case the agent should 
point out to him that while the property 
may be valuable, it may not always con- 
tinue to produce income. 

How Owenton, Ky., Agent 

Led New York Life Force 

Mr. O’Keefe asserted his belief that 
the most importarit factor in the close 
is a plain, direct talk at the right point 
in the interview, something along this 
line: “You and I have talked this over 
fully; you agree with me that it is the 
thing to do. All right, let’s do it right 
now!” 

J. G. Prather, agent of the New York 
Life in Owenton, Ky., who in this town 
of 900 led all New York Life producers 
in number of applications written in 
September, emphasized the need for 





supplying an incentive in order for the 
producer to do his best work. He cited 
his own case as an example. 

In 1934 he wrote $88,000 after having 
been in the business for ten years. Late 
this summer an agent in Minnesota 
challenged the entire New York Life 
agency force to a contest for “apps” in 
September and Mr. Prather set about 
the task of beating this Minnesota 
agent. ; 

He appealed to his friends in the ru- 
ral community, stirring up their pride 
in bringing a record of this sort to the 
state, and he worked harder than he 
had ever worked before. He had an in- 
centive. In some cases he sold two and 
three policies to the same policyholder 
and he kept the town informed of his 
progress. As a result he wrote 104 
“apps” for $229,500 that one month and 
beat the challenger. 





BE YOURSELF: LANGMUIR 











“Sell insurance in your own way; 
make your own plan and follow that 
plan,” Vice-president C. H. Langmuir 
of the New York Life counsels in a 
fine article on “Be Yourself” in the com- 
pany’s publication, “Nylic Review.” Mr. 
Langmuir said that he had thought a 
long time about what could be said of 
greatest practical value to the life insur- 


ance man beset by a multiplicity of new 
— and the above advice was the re- 
sult. 

“You hear the wonderful ideas of the 
program experts, the business insurance 
experts, the tax experts,” he writes, 
“and you may say to yourself, ‘I must 
be a probate law agent, a tax agent, or 
some other kind of specialist. I urge 
you not to feel that way. Add ideas, 
yes; read, study and progress; but do 
not revolutionize the methods you have 
found to be successful. Be yourself.” 


Five Types of Agents 


He stated that in doing so it might 
be well to analyze oneself to determine 
what type of life insurance man he is. 
There are five types, he writes, the 
“there-are-no-strangers” agent; the 
“one-selling-plan” agent; the “change 
of age” agent; the “life insurance engi- 
neer,” and finally, the “life profession” 
agent. 

The latter, Mr. Langmuir says, em- 
bodies the other four types. The finest 
example of this type, he said, is Isaac 
S. Kibrick, president of the Top club. 
He likes people and they like him. He 
chooses for each client the policy best 
adapted to his problem. He has a real 
system for using the change of age idea. 
Last year he secured over $300,000 of 
business insurance. 

His business is persistent, and it has 
grown steadily. In 1916, his first year, 
he wrote 99 policies for $128,000, an 
average policy of $1,300. In 1917 he 
wrote 210 applications for $207,000, aver- 
age $1,000: in 1918, 172 for $378,000, 
average $2,200; 1919, 103 for $663,v00, 
average $6,437. By 1930 his average 
policy was $7,800, and last year he sold 
112 policies for $1,231,000, average over 
$10,000. 

Of the business sold in his first year, 





State Mutual Agents Are 
Conducting Sales Analysis 














All State Mutual agents are making 
complete activity records of their work 
for the last three months of the year, in 
order to secure a composite picture of 
sources of business written. Judgments 
will be made on the basis of paid vol- 
ume and number of lives. Lists are 
made up by agents at the beginning of 
each month containing the most likely 
prospects, each form being long 
enough to contain an inventory of 75 
prospects. Records of progress are 
kept, showing listed prospects and also 
those added during the month. Activity 
record sheets are sent to the home office 
at the end of each month and a statis- 
tical study made. A point basis will be 
used in the study, $3,000 being taken as 
an average size policy and one applica- 
tion a week as ideal. Thus 100 percent 
efficiency during the three months is 12 
lives for $36,000 volume. Production is 
divided in three classes according to per- 
cent of efficiency. 








of which 33 percent should have lapsed 
in five years according to general re- 
sults, only 18 percent had lapsed. Mr. 
Kibrick sold 101 policies in 1930 for 
$788,500, of which $683,000 is in force, 
a lapse rate of only 13 percent. 

Mr. Langmuir summarized his ad- 
vice: ‘“(1) Gather all the ideas you 
can from everywhere, but do not revo- 
lutionize; make your own plans. Be 
yourself. (2) Master thoroughly the 
policies offered by your company. Do 
not be sidetracked or diverted from the 
sale of true life insurance protection.” 
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LIFE REINSURANCE EXCLUSIVELY 


LAWRENCE M. CATHLES 
PRESIDENT 


NEW YORK CITY 





LIFE INSURANCE 


HAS 


KEPT FAITH 





The business of life insurance has kept faith, to the utmost, with 
the public and today when rich man, poor man, every man is seeking 
good investments which have 100% guarantee during life, and after 


death, they turn to life insurance. 


From the day the corner stone was laid the builders of Peoples 
Life Insurance Company have striven for the fulfillment of their 
dream—a life insurance company builded to keep the faith of the 
institution of life insurance and one always ready to continue in- 
definitely the function of protection. 


Cold, unrelieved figures of the achievements of the past year, 
and years, are proof of the uncompromising standard of honesty, the 
unselfish desire to be of service and the triumphant fact that the 
Peoples Life, sturdy as the oak, stands ever ready to continue its 


function of protection. 


PEOPLES LIFE INSURANCE COMPANY 


“The Friendly Company” 
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ACTUARIES 





CALIFORNIA : 
Barrett N. Coates Carl E. Herfurth I 


COATES & HERFURTH 
CONSULTING ACTUARIES 
114 Sansome Street 437 So. Hill Street 

SAN FRANCISCO 














LOS ANGELES 




















ILLINOIS 








J. C. Cameron W. W. Chambreeu 
CAMERON & CHAMBREAU 


Consulting Actuaries & Tax Consultants 
111 West Monroe Street, Chicago 
Organization, Management, Pensions, 
Agency Planning, Federal Tax Work. 
Washington Office, Shoreham Bldg. 














DONALD F. CAMPBELL 
CONSULTING ACTUARY 


160 N. La Salle St. 
Telephone State 1213 
CHICAGO, ILLINOIS 




















INDIANA 
Haight, Davis & Haight, Inc. 


Consulting Actuaries 
FRANK J. HAIGHT, President 
Indianapolis, Omaha, Kansas City 




















HARRY C. MARVIN 
Consulting Actuary 


307 Peoples Bank Bldg. 
INDIANAPOLIS, INDIANA 








MISSOURI 
ALEXANDER C. GOOD 


Consulting Actuary 
Central Missouri Trust Company Bidg. 
Jefferson City, Missouri 




















NEW YORK 








MILES M. DAWSON & SON 
CONSULTING ACTUARIES 


500 Fifth Avenue New York City 








FRATERNAL NEWS 
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tuary of the society, has been appointed 
consulting actuary and F. J. Gadient has 
been named head of the actuarial depart- 
ment of the Rock Island office. Mr. 
Taylor long has been known in the 
field, being a son of R. D. Taylor, well 
known consulting actuary of Cedar 
Rapids, Ia., and having compiled the 
“Fraternal Digest” published by THE 
NATIONAL UNDERWRITER, 


Oklahoma Congress Meets 


The annual meeting of the Oklahoma 
Fraternal Congress will be held at Okla- 
homa City, Oct. 30-31, business meeting 
being held the first day with a dinner- 
dance in the evening. There will be a 
business session the second day and me- 
morial service, installation of officers 
and drill team exhibition that night. 
Miss Ruth Meadows. is president; Noah 
Watts, vice-president, and Eva Ryany 
secretary-treasurer. The Oklahoma Ju- 
venile Fraternal Congress meeting was 
held at Belle Isle Park, Oklahoma City. 


Hawkeye Congress Gathers 


The Hawkeye State Fraternal Con- 
gress will hold its annual meeting at the 
Hotel Roosevelt, Cedar Rapids, Ia., Oct. 
24. Insurance Commissioner Ray Mur- 
phy is scheduled as a speaker. P. N. 
Temple is president, C. J. Graves sec- 
retary, and C. J. Burgin, Maccabees, 
prepared the program. 


Auditor Smith Is Dead 


J. A. Smith, 73, auditor of the Home- 
steaders Life, Des Moines, died of a 
heart attack at his home there. He had 
been with the company 27 years. 


I. A. C. to Map Program 


A meeting of the executive committee 
of the Insurance Advertising Conference 
is to be held in New York Oct. 23 to 
formulate plans for the year and to co- 
ordinate the activities of several new 
committees. A luncheon meeting will be 
held in December. , 

The following committee chairmen 
have been named: Preparation of pro- 
grams, W. L. Lewis and D. C. Gibson, 
Maryland Casualty; frontier safety, R. 
G. Richards, Atlantic Life; public rela- 
tions, Frank J. Price, Jr., Prudential; 
membership, Jarvis W. Mason, London 
Assurance; street and highway safety, 
S. F. Withe, Aetna Casualty; standards 
of practice, Henry H. Putnam, John 
Hancock Mutual; promotion of 1936 ac- 
cident and health week, Stanley F. 
Withe. 
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| Established 1865 by David Parks Fackler 
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find a permanent berth in the life un- 
derwriting field,” he said. He gave a 
talk on the philosophy of selling. There 
are only three things with which a 
man must be endowed to make a success 
in the line, he said: Observation, power 
to interpret and decision. The cardinal 
rules for selling he outlined as: Never 
to argue, never talk life insurance but 
talk life, get agreement on majors, and 
never let the prospect write the rules. 
Vital steps of business sales procedure, 
he said, are the approach, identification 
of economic problem to the prospect, 
firmly fixing the problem, then present- 
ing life insurance as the most logical 
solution and pointing out specific recom- 
mendations, which should lead up to 
closing. In building his sales philoso- 
phy, Mr. Day each afternoon returned to 
the office to dictate verbatim the inter- 
views he had had. By comparison of 
different interviews and_ eliminating 
those that had been generally unsuc- 
cessful, he arrived at his present code. 
* *k x 

Chicago—Frederick Bruchholz, agency 
director New York Life and 
Chicago chapter of Cc. L. U., 
stalled as chairman of the 
agents and managers division 


was in- 
general 
of the 


president. 





association at a meeting of 
the division. Gifford T. Vermillion, Mil- 
waukee manager Mutual Life of New 
York, gave a talk on selecting agents. 
F. H. Haviland, manager Connecticut 
General, is retiring chairman. 

* * 

Columbus, 0.—At the first meeting of 
the season L. S. Broaddus, general agent 
Acacia Mutual, Chicago, who was one of 
the speakers at the Des Moines con- 
vention, discussed “The Balanced Un- 
derwriter.” 


Chicago 


* * OK 
Boston.—At the October meeting Com- 
missioner F. J. DeCelles was the chief 
speaker. Paul F. Clark, John Hancock, 
and C. C. Gilman, National of Vermont, 
gave echoes from the national conven- 
tion and told of the preliminary plans 
for the next national convention in Bos- 
ton next September. 
* *k * 
Tex.—Sam R. Hay, Jr., 
agency director Great Southern Life, 
spoke on the “Social Security Act.” He 
commended the purpose of the act, dis- 
cussed the probability of amendments 
in the future, and pointed out sales 


San Antonio, 


implications and possibilities which this. 


legislation has provided for the life un- 
derwriter. 

G. E. Nowotny, general agent Amicable 
Life, New Braunfels, reported on the 
Des Moines convention. O. E. Eby, presi- 
dent Austin association, announced the 
sales congress there Nov. 1 and extended 
an urgent invitation to the San An- 
tonio life underwriters. 

* ok * 

Wichita, Kan.—Dr. W. H. Mikesell, 
head of the psychology. department of 
the University of Wichita, spoke on 
“The Psychology of Selling,’ the first 
of a series on the subject. P. M. An- 
derson, veteran Northwestern Mutual 
representative, will talk on “My 38 Years 
in the Life Insurance Business” at the 
next meeting. 

*x* *K * 

Northern New Jersey.—Life insurance 
deals with the important problems in 
human experience, James Elton Bragg, 
manager Guardian Life, New York City, 
said at a luncheon-meeting in Newark. 
He also pointed out the many good 
things it brings in life after the bread 
winner has passed out of the picture. 

Prior to Mr. Brageg’s talk, L. G. Mc- 
Douall, trust officer Fidelity Union Trust 
Co., Newark, gave a brief talk on taxa- 
tion and asked the cooperation of the 
life underwriters with the bankers of 
the state at the coming election. 

Thirty-seven new members were ad- 
mitted. The next meeting will be held 
Nov. i1. , 

* *k x 
Paul.—A_ resolution was unani- 
mously adopted pledging support to a 
program of publicity to acquaint the 
public with the economic value of life 
insurance. 

Dewey Johnson, deputy insurance com- 
missioner, spoke in the absence of Com- 
missioner Yetka, who was out of the 
city. Mr. Johnson discussed the activi- 
ties of the department and _ referred 
briefly to the recent order banning the 
use of rating books in solicitation of 
business. He said it was “the abuse, 
not the use” of the books which the 
department sought to check. 

Reports on the Des Moines conven- 
tion were given by Earle Eide, Pru- 
dential; H. C. Martens, Provident Mutual; 
Warren Johnson, Mutual Life of New 
York, and Melvin Meyer, Guardian Life. 

*x* *K * 

El Paso, Tex.—Stressing that the so- 
cial security act is not a substitute for 
life insurance, President Floyd Smith 
said the impelling need for life insur- 
ance protection and income for families 
of America in event of premature death 
continues and can be met only through 
life insurance. There should be no con- 
flict between the social betterment pro- 
gram and the institution of life insur- 
ance as a private enterprise, he declared. 

* ok 

Denver.—The first issue of “Life 
Notes” has been sent to the members 
of the Colorado association. The bulle- 
tin called attention to the association 
office recently established in Denver un- 
der the direction of a full-time secre- 
tary. 


St. 


i a 

Tacoma, Wash.—Commissioner W. A. 
Sullivan addressed the October meeting. 

ok. 

Washington, Pa.—R. M. Stevenson, 
general agent National Life of Vermont, 
Pittsburgh, spoke on “Taxes Relative to 
Insurance and Annuities,” reviewing a 
few of the fundamental features of the 
present tax situation which affect these 
two types of protection. 

He emphasized the 


opportunity for 





agents to increase materially their pyg 
ness the rest of 1935 by pointing out, 
prospects the possibility of making gig, 
now through life insurance, thus effect. 
ing large savings in gift taxes, Which 
will be sharply increased effective Jan, 
1, 1936. ‘ 


Interest in Inflation Book 


Insurance people are showing consid 
erable interest in the booklet “Inflatig 
and Your Money” by Howard Woo4! 
financial editor of the Chicago ‘Tribyne® 
which has just been published. Mp 
Wood treats the subject from variogg 
aspects in most readable fashion. It jg 
a strong denunciation of those who 
embarked upon the “mad path of easy 
money.” 


J. A. Hawkins to Speak 


The Mayfield & Bowen Indiana state 
agency of the Midland Mutual will hold 
a meeting in Indianapolis Friday. Amon 
those from the home office who will a 
tend are J. A. Hawkins, manager g 
agencies, and his assistant, R. S. Moore 
Since joining the Midland Mutual iy 
April, this agency has written more thag 
$500,000. ; 


Convict “Death Benefit” Salesm 


B. H. Hellen of Des Moines was found 
guilty at Cedar Rapids, Ia., of violati 
the insurance laws in selling “death be 
fit” insurance without license from the 
insurance department. Penalty is a fin 
of $100 to $1,000 or jail sentence up to: 
one year. 


President J. L. Loomis of the Con-) 
necticut Mutual Life, a member of the 
class of 1901 at Yale, has been elected 
a trustee of that university. 





It's great 
to have a 
friendly 
Home Office! 


I like to work for a bunch who 
knows my first name, knows how 
many kids I have, and who takes 
enough interest in my problems to 
come around and see me once in 
awhile. Little things like that tell 
me I’m with the right company. 
Write for your copy of “Field 


Features”, addressing agency in- 
quiries to J. DeWitt Mills, Vice-Pres. 





There's a place 
for you in 


Centeal States 


Let's talk it over 





CENTRAL STATES LIFE INSURANCE CO. 
St. Louis Geo. Graham, Pres. 
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look 
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